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FAVOR AMALGAMATION 
WITH FIRE AGENTS 


New York State Casualty and Surety 
Agents Hold Fifth Annual Con- 
vention in Syracuse 








ACT ON AUTOMOBILE SITUATION 





Send Resolutions to Conference on 
Rates and Limitation of Territory 
—Kavanagh Re-elected President 





The New York Association of Casu- 
alty and Surety Agents held its fifth 
annual convention at the Onondaga 
Hotel, Syracuse, on Friday. John 
Kavanagh, of Rochester, was re-elected 
president. 

The business meeting of the associ- 
ation was scheduled for 10:30 Friday 
morning, but the storm last week de- 
layed the trains from all points and 
some of the agents were unable to 
get there on time. 

At a meeting of the board of direc- 
tors on the evening previous, a special 
committee had been appointed to sub- 
mit to the association a resolution on 
the automobile rate and limitation of 
territory situation to be acted upon 
ata meeting of the Automobile Bureau 
in New York City on Tuesday. 

Amalgamation Plans 

N. C. Spencer, Buffalo, chairman of 
the board of directors, announced that 
at the special meeting of the board on 
Thursday evening, the amalgamation 
of the New York State Association of 
Casualty and Surety Agents with the 
New York State Association of rire 
Agents, the establishment of territor- 
ial limits for automobiles in Albany, 
Syracuse, Rochester and Buffalo, and 
the new automobile rate schedule had 
been discussed and resolutions there- 
on prepared for the consideration of 
the association. 

Mr. Spencer stated that the board 
of directors after considering all 
phases of the proposed amalgamation, 
Was in favor of it. Discussion of the 
resolution to amalgamate then fol- 
lowed. 


It was suggested that it would be 
better to continue the association as 
4 separate body, but to hold its meet- 
ings at the same time and place as 
that of the Fire Agents Association, 
thus saving those attending consider- 
“era expense. W. H. Hecox, of Bing- 
ae expressed the belief that, 
both most of the agents transacted 
Be fire and casualty business, a 
mbined association would more ef- 
(Continued on page 16.) 
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Insurance Company of San Francisco 
BERNARD FAYMONVILLE, President 


With TOTAL ASSETS in excess of $11,000,000, 2 PAID-UP 
CAPITAL of $1,500,000, and a POLICYHOLDERS’ 
SURPLUS of $4,164,704.18, the Company continues on 
its second half-century with confidence inspired by the 
staunch loyalty and good-will of its agents and clients, as 
well as with hopes for future success justified by past 
accomplishment. 


The following essential features of the Annual Statement, made accord- 
ing to the California Standard, as of December 31, 1915, 
are presented with satisfaction:— 
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8 rr ere 1,500,000.00 


Policyholders’ Surplus, $4,164,704.18 
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SELLING TALKS AT 
SOUTHEAST CONGRESS 


First Interstate Round-Up of Agents 
on South Atlantic Coast a 
Great Success 


IS SCIENTIFIC SELLING 


KEYNOTE 


Officers and Committeemen of National 
Association Tell Southerners of 
Their Experiences 





The First South-Eastern Congress 
of Life Underwriters, held in Wash- 
ington on Friday of last week, was 


even a greater success than the pro- 
moters of the thought it 
There developed discus- 
sions of real live selling points so in- 
teresting, so productive 
of results that often three or four men 
were on their feet at a time to recite 
experiences and to ask questions. The 
agents re- 

regarded 


congress 
would be. 


animated, so 


agents and other 
until the 
the day as one of the most profitable 
that they have ever spent. The pres- 
officers and members of the 
committee of the National 
Life Underwriters ad- 
spirit to the occasion, 
Priddy, Williams, Ed- 
Larson, Plummer, and 
being ‘called 


general 


mained close and 


ence of 
executive 
Association of 
ded value and 
Messrs. Woods, 
wards, Russell, 


others from a distance 


upon several times for talks and re- 
sponding with suggestions of real 
value. 


To be an Annual Event 

The Congress was well attended and 
there is no doubt that it will be an 
annual event of great importance. As 
has been printed the idea originated 
from the fact that many men in the 
Southeast found it impossible to at- 
tend the San Francisco convention of 
the National Association of Life Un- 
derwriters and it was suggested that 
the Congress in Washington would en- 
able many life agents to learn some- 
thing as to what a national convention 


is like. So when the executive com- 
mittee ‘was asked to have its semi- 
annual meeting in the capital of the 


nation, as an additional drawing card 
for the Congress, the members quickly 
and enthusiastically gave consent. The 
life associations participating in the 
were District of Columbia, 

Richmond, Norfolk-Tide 


congress 
Baltimore, 


water, Roanoke, Lynchburg anu Valley 
of Virginia. George C, Jordan, of 
Washington, chairman, helped put a 


lot of ginger into the meetings, as 
well as presiding at the Hotel Willard 
banquet on Thursday night. The com- 
mittees in charge of the congress were: 
Ernest J. Clark, speakers and program 
committee; John Dolph, finance com- 
mittee; Kugene G. Adams, press com- 
mittee; Edward §S. Brashears, recep- 
tion committee. 
Banquet a Classic 

The banquet was a classic in the 
character and brilliance of the speak- 
ers and speeches, and was also un- 
usual in the fact that not all those 
who wanted to attend could be accom- 
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modated. The Baltimore delegation, 
an unusually large one, and the Wash- 


ington delegation waited until all the 
others were seated before they sat 
down. President Wilson had intended 


to come, but on the very day of the 
banquet there arose in the Senate the 
so-called revolt over the traveling of 
Americans on armed merchantmen, 
forcing him to remain at the White 
House, Senator Sherman, of Illinois; 
Representative J. Hampton Moore of 
Pennsylvania; Edward A. Woods, of 
Pittsburgh; J. V. Barry, of the Metro- 
politan Life; and T. H. Bowles, once 
general agent of the Mutual Life and 
now president of a ship building com- 


pany, were the orators. The banquet 
is reported elsewhere in this issue. 
The Congress began with a talk by 


Woods, of the National As- 
insurance salesman- 
was a discussion 


President 
sociation, cn life 
ship. Following that 
of “How to Effect the Sale,” with Neil 
D. Sills, of Richmond as chairman; 
“Where Competition Should Cease,” 
with R. U. Darby, of Baltimore as 
chairman; “Daily and Weekly Card 
Systems.” with KE. Mulford Crutchfield, 
of Richmond, chairman; and “Methods 
of Selecting and Cultivating Desirable 
Prospects,” with Edward S. Brashears 
of Washington, as chairman. The dis- 
cussion follows: 
Round Pegs in Square Holes 

E. A. Woods, Pittsburgh. The time 
has arrived when life insurance train- 
ing cannot be neglected. Every man in 
the business should be trained, an ex- 


pert. How many men are there cata- 
pulted into positions where they do 
not belong and never should be. How 
many good accountants have been 
spoiled by making agents of them; 
how many good agents have’ been 
spoiled by making general agents of 
them. 

The one thing that has been most 
neglected in life insurance has been 
the sales end. While the great indus- 


.trial corporations are putting the keen- 
est, most skillful men at the head of 
their sales division there are some life 
insurance companies who regard the 
head of their sales force as an incident. 
In fact, | have asked many agents who 
headed the sales division of their com- 
panies and have been surprised to find 
them not certain. They think maybe a 
vice-president does it; or maybe the 
real man is the secretary. Why I be- 
lieve there are men-in this room who 
cannot tell for the life of them who 
is the head of the sales department 
of their companies. 

Just as many of the companies have 
neglected selection and training of 
agents along scientific lines so have 
general agents done so. I was amazed 
one day when a general agent in Illinois 
said with an air of something akin to 
the man who has put something over 
that he hired graduates of the Joliet 
penitentiary. Another general agent 


once admitted that he had employed 
convicts, saying: “I get their ability 
and the country man’s honesty, a com- 
bination most effective, and I get both 
of them cheap.” 

What do you think would happen if 
other professions were operated along 
the. hit and miss lines of life insurance 
salesmanship? Suppose a doctor were 
x ven a set of tools, a text book on 
medicine, and a patient in great dis- 
and was instructed as follows: 
“Go on and get busy; fix this fellow 
up.” 

Sounds funny, doesn’t it? But that’s 
just about the way that most men in 
this room got their first training. You 
were sent right out to insure somebody 
before you had any experience at all. 
I certainly would not employ a chauf- 
feur who had never run a car; and I am 
sure that Mrs, Woods wouldn’t give a 
job to a cook who had never even baked 
a pancake; but insurance, greatest and 
neblest of professions, can ‘be sold by 
anybody, some people think, but I am 
not one of them. 

Data About Hiring Agents 


tress, 


l am going to find out how many 
contracts were made last year. The 
other day a company was asked how 


many contracts it had made. The officer 
replied: “I am sure I don’t know.” He 
was then asked how many agency con- 
tracts had been terminated. He did not 
know. Now, can you imagine asking 
the sales manager of one of the up-to- 
date corporations, such as the Ford 
Motor Car Co. or Multigraph Co. such 
questions and getting a negative reply? 


In New York State last year, outside 
of industrial agents, there were 27,500 


licenses issued to agents, who averaged 
$10.830 apiece. In six States last year, 
including Connecticut, lowa, Minnesota 
und Wisconsin, 66,000 licenses were 
issued. 

Their average new business was $1,- 
060 a month; average commissions $15 
a month? Is it any wonder that we see 
the advertisement of a fellow in a 
Western daily paper advertising in big 
type that he runs a modern, sanitary 
barber shop, and that he also sells real 
estate, tombstone and insurance (the 
latter in small type), Why shouldn’t 
this man have advertised ‘barber shop” 
in large type and insurance in small 
type? He had to go to a _ tonsorial 
school before he learned to shave. He 
got his insurance authority for the mere 
asking. 

In Ohio there were 45,000 licenses is- 
sued last year, but 90 per cent. of the 
business in that State is written by 
5,000 people—the same type of persons 
as you are. How about the other 
40,000? What are they doing. Why 
they are making real prospects gun-shy 
of me and of you. They are making it 
just that much harder for a real life 
insurance man to come in and succeed, 
Do you know that it is expensive to 
train agents? Every agent costs one 
company that I know exactly $100. 





Pointers in Effecting the Sale of a Life Insurance Policy 





Neil D. Sills, Richmond, Va. The first 
great point in effecting a sale is to start 
with ourselves. Remember this in the 


morning before you start out. I went 
to a banquet last night; and did not 
turn in until 2 o’clock this morning, ! 


have disliked the idea 
of leaving my home a few hours later 
en the way to write a big case. I would 
not be in shape to write such a policy. 
It would mean a much harder battle 
than if I had turned in at 11 o’clock. I 
believe that a successful life insurance 
min should keep himself in just as good 
trim as does a winning pitcher in the 
National League. It is necessary to be 
enthusiastic, because how can you inter- 
est any one if you are not interested 
yourself? Be as much like a human 
dynamo as possible. One way is to keep 
in good physical trim. 

Next we come to the prospect of sell- 


certainly would 


ing. How do you do it? Your own mind 
must be busy first. I might start down 
Pennsylvania avenue right now; and 
spend three hours without getting an ap- 
plication. It am not wasting time that 


wey. I first decide whom I am going 
to see; I get a few letters of introduc- 
tien, possibly; learn a lot about the 


people I am going to visit; arm myself 
with what I call a ledger account and 
some other literature, document or facts 
that fit specific cases, and start out. 
An Insurance Ledger 
I have had most excellent results 
with a piece of paper which I call my 
insurance ledger account. I ask the 
prospect: ‘“‘Have you ever kept an in- 
surance ledger?” He has not, and I ex- 
plain: “You keep a bank account: 
why not an insurance ledger account?’ 
I then explain that the payment of in- 
(Continued on page 5.) 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


J. S. RICE, 


J. T. SCOTT, 
Chairman of the Board 


Treasurer 





© AMARILLO The Big Texas Company 
DENISON, 
THE DALLAS. TEX ARKANA® 
BIG FIwoatn ? 


co. 


Assets over 
TWO MILLION DOLLARS 
Insurance in force over 


THIRTY-TWO MILLION 
DOLLARS 


LIFE 


AUSTINe 


SAN ANTONIO. of FARTHURe 
COMPANY. 
#DELRIO “8/7 





























J. C. WILSON, 


President 


J. S. EDWARDS, 


Secretary 





ONT-TE 
An opportunity for rapid advancement is offered to men 
who are willing—and will. 


FOR AGENCY CONTRACTS ADDRESS 


H. M. HARGROVE, Vice-President 
BEAUMONT, TEXAS 














American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address : 


HERBERT M. WOOLLEN, President 














OUR PLAN LOCATES PROSPECTS FOR OUR 
AGENTS WITHOUT ONE CENT COST TO THEM 











BANKERS LIFE COMPANY, DES MOINES, IOWA 
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Is Life Insurance in 
Americe Overdone? 


“NO,” SAYS E. A. WOODS IN TALK 
AT SOUTHERN BANQUET 








Pittsburgh Man’s Eloquence Causes 
Tears to Flow—Senator Sherman's 
Tribute to Insurance 


E. A. Woods, president of the Nation- 
al Association of Life Underwriters, 
made such an eloquent talk on the 
human side of life insurance, at the 
penquet of the Southeastern Congress 
of Life Underwriters’ Associations in 
Washington on Thursday night last, 
that most of the diners were in tears 
pefore he finished. It was one of the 
most effective addresses that he has 
vet delivered, was entirely without 
notes, and was delivered in a conver- 
sational manner. The subject was “Is 
Life Insurance Overdone in America?” 

Mr. Woods began with a reference to 
the European conflict and the low esti- 
nate placed on human life when men 
are slaughtering each other by the mil- 
lions. He then referred to the waste 
of material values, outlining what the 
world had lost through the deaths of 
many millions and the cessation of 
their efforts to create value. He re- 
ferred to the five millions of cripples 
already made and what the world will 
lose because their work will be cur- 
tailed. Then turning to a discussion 
of the value of human life in America 
and how that life should be protected 
from an insurance’ standpoint, Mr. 
Woods said in part: 


It is not asking very much to have a man 
go out of the world as rich as he came into 
it, In America nine men out of ten do not 
leave “square with the world.” 


Never Had $30 


In settling a group insurance case we took 
to the home of a widow a check for $30.47, 
heing her husband’s month’s pay. Our _ repre- 
sentative found her at the washtub. She had 
heen doing washing for weeks to pay for her 
hushband’s sickness expenses. Her comment as 
she looked at the check was “I have never 
had in my hand at one time that much money 
before.” 

An officer of a public service lighting 
company which had taken out group insur- 
ance told me that two-thirds of the employes 
of the Philadelphia company had never seen a 
financial paper before. When they were 
handed the insurance policy it was the first 
time that a financial paper had ever passed 
through their hands. This does not look as 
if life insurance were overdone in America. 
For two or three years the Ford Motor Car 
(o. has published an analysis of its employes 
material resources, giving list of homes owned, 
hank accounts, etc. This company draws the 
hest class of mechanics, can do so through 
its minimum wage of $5 per day. In _ report- 
ing conditions of this peculiarly thrifty set 
of 16,000 well-paid employes, how many do you 
suppose carried life insurance? Only 25 per 
- out of 16,000, and the average was $960 
each, 

Can you paint a picture of the suffering that 
would follow if the other 12,000 should die, 
hot one of them protected by insurance? Does 
that not mean widows going to the poor house, 
little girls going to work, boys leaving school 
for the factory and shop before their time? 

In an analysis of seventy-one claims paid 
or group insurance losses only twenty-five of 
the seventy-one had been carrying life insur- 
ance, and the average was only $1,000 each, 
What about the families of the other forty- 














six, who will not leave anything except the Bill 
small life insurance protection that their em- 1 to Amend 


ee Pe SFue Death Scene Section 97, N. Y. Act || WANTED General Agency 


is distressing at best. Even when . . 
the deceased leaves a comfortable home and in Washington, D. [. 
income it is bad enough. Even under those 
circumstances, when the ablest doctor money INTRODUCED AFTER SUGGESTION Young man 30 years old three 
can get is at hand to do his best to pull the BY SUPT. PHILLIPS : : 


years’ successful experience as 
General Agent in Baltimore, is 
desirous of obtaining General 


loved one through; when the expert nurses 
are there; the most nourishing food, the most 
comfortable bed, you can picture the family Other 


Recommendations of Superin- 


standing outside of the door each keyed to tendent in Annual Report to New : : 

highest tension, hoping with heart wrenches York Legislature Agency nel Washington, where 
for the best. That’s a sad spectacle always, his connections socially and in a 
but how much more poignant the agony when ™ gs eS . business way are of the best. 
death goes and every dollar counts. The Senator Towner, of New York, has High-class references 

widow, for the first time, faces the problem introduced at Albany an amendment to : 

not only of how she must get along without Section 97, regulating the limitation of Address “WASHINGTON,” 
her husband but how she will meet the rent “~ ie a pe - es care Eastern Underwrit 105 
collector and his bill; how she will meet the the expense of life insurance compa- ais 


groceryman and his bill; where will the next nies. This is the section which was William Street. 


day’s food comes from? My friends, it is yy 7 P an » 
your business and mine to make that death oe hs el Pe ae — 
scene lose some of its misery; to make it a é ar sen r Towner's D thi 3 3 

: 5 . , > nis e £ Bs 
ge — ad that family to go through follows: poe — ae ee ~~ 
the sal. en one-seventh of th — + 7 7 ‘ af , - 
values are insured while 80 per cent. of the Png 97- Limitation of Expenses. * * * guarded the interests of the policy- 
property values are insured we have not gone ° such corporation shall make or incur any 








very far forward with life insurance. When ‘*P€"s¢ or permit any expense to be made or holders. , 
we are paying more to remedy dependency incurred upon its behalf or under any agree- The legislation of 1907 was the be- 
than to prevent it we are not in a position — yo it, — a — i ginning of a new era in State super- 
to say that life insurance is overdone. me expense no exceec ing one-tourtn o Sank - 

How infinitely fine it is to be engaged in OME percentum of the mean invested assets) vision and regulation. The wisdom of 


a business preventing poverty and saving #"4,, also, except outlays exclusively in con- such legislation has been amply dem- 
self-respect of those thrifty persons willing nection with real estate, in excess of the ag- onstrated by the excellent results ob- 


to sacrifice something for tomorrow, gregate amount of the actual loadings upon pre- : . 

THRIFT Is ‘GETTING FULL VALUE FOR mums received in said year calculated ac- tained, and by the improved conditions 
YOUR MONEY AND LOOKING AHEAD. cording to the standards adopted by the com. Which now prevail in the entire life 
Lord Roseberry’s saying about Thrift. was P@!y under section eighty-four of this chapter, insurance field. More effective regula- 
this: “Great nations and great empires only and the present values of the assumed mortal: tion and rigid examinations have been 


live as long a they are thrifty.” Booker ‘ty gains hereinbefore mentioned. ee 
Wachinuna’s datnition ‘of thrift” was “Sac Any stock corporation which has heretofore benefic lal not only to the insuring pub- 
rificing Today For Tomorrow.” issued and represented itself as issuing non- lic, but have been most helpful to the 
In America the average policy is only $650. ratigen omens} = ee oe which great corporations subject to such su- 
The average premium 1 nly fift “nt z las changed anc vecome a mutual company 2 a 
week, a Hf you sabe pene hie Setaseaiel or become a company issuing and represent- pervision. It has resulted not only in 
companies the average premium payments are ‘8 itself as issuing participating policies ex- better and more economical manage- 
only $2 a week. = my friends, you need ae bee ee — a ment, but has enabled the companies 
t ab > i 4 . ing yer- « i ; ange i scome 3 a ‘ 
ee a oe ae oe ee Cn ae become a company issuing and ‘tO expand their business and extend to 
Here is something to carry away with you. "presenting itself as issuing participating their policyholders greater protection 
In Cleveland only 2 per cent. of the sav- — eaeeeaes a total - and additional benefits. There is, as 
ings accounts in one of the leading banks Pe"eiture exceeding re amit) sot expendi the result « § "4 C 
were left untouched for ten years. You can tre herein _ defined by an amount not - Boned . a ene . Gener 
save money, but you can't save spent money, greater than six per centum of the aggregate con Gonce on the part 0 the people 
In one agency 65 per cent. of the policies are ce I a ge aan to po "a purchasing insurance. It is gratifying 
in force fifteen years from date of issue, This bd e company as aforesaid. ° to report that the condition of the co 
shows what life insurance is when correctly COMPany transacting business exclusively on — . : 4 ~ 
written. It shows that we are on the right the mutual plan shall issue after June 30, panies authorized to do business in this 
way. 1916, y= 4 — of life yd an. inees- State never was more satisfactory or 
I sometimes think if we looked around at 48¢e (other than group insurance and rein- wholesome. There never has been a 
our own family, and see what life insurance surance) upon which the premium loading is : 
has done and what it hasn't done, we would less than would enable the company to com- time when the men who are responsible 
not have to go much farther to see that life Ply with the provisions of this section limit- for the management of these great in- 
insurance is not overdone in America, You {ng total expenses if the premium loading for terests indicated a greater willingness 
all can cite cases not far from your own fire all its policies were calculated according to to assist in the enforcement of the 
side where someone made a mighty good start the rule employed by the company for the ’ gic . “ r 
and a very poor finish. Yonder is the profes- Calculation of the premium loading on such law, and to co-operate with State super- 
sional business man. It is hard for anyone policy. vising officials in maintaining the de- 
to believe, let alone him, that he will ever Superintendent Phillips, of the New sirable conditions which now exist. 


lose his money, while the thought that his r . - aw slo ; — ‘ 

son or daughter may some day lack the com York Insurance Department, filed his 53 desire, however, to call your at- 
forts or the necessities of life is unthinkable, @nnual report this week, transmitting tention to certain changes which I be- 
but the probability is that the majority of to the Legislature a report of the ac- jjeyve should be made in the law, and 
men in this room will see their children have ivities e surance epar > + r asin > J 

to face the world in want, and that those chil covets s of th : Insuranc o partme nt which are worthy of your considera- 
dren will have to go out in the world to during the past year, and making rec- tion. 


fight for existence. I say sometimes to some Ommendations regarding contingency Contingency Reserves 
smart-aleck who thinks he has so much money ange . if inanranc . ¢ “ om 

reserves of life insurance companies, ‘ . . - 
that he does not have to worry about his e pi Section 87 of the Insurance Law lim 


children: “Is your father a very wealthy limitation of expenses of life insur- its the amount of surplus which our 
man? Is he worth $50,000? Your father is a ance companies, disposition of stocks domestic life insurance companies may 


fine man—I know that—but, honestly, now, is held by life insurance companies, and ee 
he worth a= single cent? How about your 1 y tone fr whe et De : les coe hold. When this legislation was en- 
father’s brother? dow about your uncle? How the importance o charging adequate acted it seemed desirable, even neces- 
about your wife’s relatives? Are their houses rates for fraternal insurance. A bill gary, to require such a limitation in 
mortgaged > thave mey, any Mebts? | Between to amend Section 97 of the Insurance order to prevent the accumulation of 
5 ° , ( -) ce ye be ; y ° € y reic j > > : 2 age © ‘vs 

they die, outside of their insurance? Why are Law, relating to expenses, has already yast sums of money and the consequent 


you so much smarter than any of your fore- been introduced. The bill follows: withholding thereof from the _ policy- 
—. a oe ee The full text of the Superintendent’s holders from whose premiums such 
that some men have found this life too hard report on life insurance follows: funds arise. The present limitation is 
to live and have committed suicide do you “There is no business which so vi- graduated in such a way that the larger 


then ae gee ge gg ges . a tally affects the masses of our people companies may not maintain a surplus 
Ow nan nes s { 4 0 anela /OT- 


ries? As long as people commit suicide be- @8 that of life insurance. The State in excess of 5 per cent. of their policy 
cause they cannot meet their obligations life of New York, recognizing its import- reserves. I am of the opinion that a 








——, in’ this ee “7 Pitt ee ance, has always led the way in pro- greater factor of safety is needed, and 

> rie s ite i z re : : : 

is a wreat punting by John W. Alexander, 4 posed reforms and in enacting legisla- that the law should now be amended. 
(Continued on page 8.) tion which has placed the conduct of “It should be borne in mind that the 
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companies are no longer permitted to 


issue deferred dividend policies, but 
must return surplus annually to their 
policyholders. In a few more years 


the surplus built up by deferred divi 
dend policies will be entirely exhaust 
ed, and the contingency reserve will 
then be the only margin of financial 
safety afforded to policyholders. The 
panic of 1907 and the great war now 
raging in Europe have both demon- 
strated how, under such unusual con- 
ditions, the money markets of the world 
can be adversely affected. While no 
one of our companies has suffered em 
barrassment from this cause, it is the 
duty of conservative management to 
‘provide against future possibilities of 
that kind. Further, it should be point 
ed out that all States in which these 
companies are operating do not recog 
nize amortized valuations of bond hold 
ings, and that in such jurisdictions a 
harmful shrinkage in surplus is made 
imminent by valuing fixed term securi 
ties upon the basis of current market 
quotations Again, | would direct your 
attention to the plain fact that compe 
tition among the companies to pay the 
possible dividends annually to 
their policyholders is a mighty force 
which operates against the undue ac- 
cumulation of surplus. Not only must 
the companies which issue participat 
ing policies produce favorable results 
among themselves, but they must meet 
the low cost guaranteed under the pol 
icy contracts of the non-participating 
stock companies. For these reasons, I 
recommend that the present limitations 
of section 87 be so amended as to au 
thorize the accumulation of larger con 
tingency reserves as follows: 


largest 


“Companies whose policy reserves 
are more than seventeen and one-half 
millions but less than twenty millions 
of dollars should have the same mar 
gin as at present allowed. Those com 
panies whose reserves are over forty 
five millions should have a margin of 
seven and one-half per cent. Between 
these two points the contingency re 
serve should diminish by one-fourth of 
one per cent. in accordance with the 
amounts of policy reserve set forth in 
the present law. 

Limitation of Expenses—Section 97 

“Last year the report of the Super- 
intendent of Insurance set forth the 
fact that during the year the Metropol 
itan Life Insurance Company, a domes- 
tic corporation, had retired its capital 
stock and become a purely mutual com- 
pany. The Prudential Insurance Com- 
pany of America, of New Jersey, was, 
and still is, undergoing the same proc- 
ess. In thus turning over the control 
of their affairs to the policyholders 
these companies became, for the first 
time, subject to the limitation of total 
insurance expenses which applies only 
to companies transacting business on 
the mutual plan. Naturally these suc- 
cessful organizations desired to main- 
tain their current low rate of premium. 
But owing to the expense limitation 
just mentioned, they at once faced a 
technical situation which presently 
would have resulted in an involuntary 
violation of the law, or, as an alterna 
tive, a general increase in their rates. 

“The department, upon discovering 
this fact, recommended a change in the 
expense provision of section 97 which 
would have given to both companies 
adequate and permanent relief. An 


amendment was enacted which, how- 
ever, afforded only temporary relief. | 
am satisfied that a further amendment 
should be effected which will enable 
these companies to continue offering in- 
their present rates of pre- 
that the necessity for 
obviated. 
raised 


surance al 
mium, and so 
further temporizing may be 
An objection which has been 
against the form of last year’s proposal 
is that it would have enabled any com- 
pany to issue policies without premium 
However desirable such a 
practice might be for a stock company, 
it must be conceded that no mutual 
company should risk the welfare of its 
policyholders by failing to provide the 
margin of safety in its premiums which 
the loading affords. To that extent, 
therefore, the measure introduced last 
year should be modified, and the need 
ed expense allowance should be grant- 
will overcome the 


loadings. 


ed upon a basis that 
aforesaid objection. Excepting for this 
technical detail, which all must con- 
cede is consonant with the principle of 
mutuality, the previous recommenda- 
tions of the department in this import 
ant matter should be carried out by 
proper legislation. Conferences with 
representatives of these and other com- 
panies transacting business within the 
State have established the fact that an 
allowance equivalent to 61 per cent. of 
the net premiums of the companies af 
fected, in addition to the present statu 
tory allowances, viz., the premium load 
ings and assumed mortality gains, will 
permanently correct the existing situa 
tion. A bill embodying this recommen 
dation has already been introduced in 
both houses of the Legislature, which 
measure has my approval, and should 
receive your favorable consideration, 


Stock Holdings of Life Insurance Com- 
panies—Section 100 

“The joint legislative investigation of 
the subject of life insurance in 1905 dis- 
closed that nearly all of the large life 
insurance companies owned and held 
stock in various business enterprises not 
related to the business of life insur 
ance, In some instances the stock so 
held by a single life insurance com- 
pany constituted the majority of the 
stock in the company represented by 
such holding. The committee recom- 
mended to the legislature that the law 
should be amended so as to. prohibit 
life insurance companies from making 
any further investment in stocks. This 
recommendation was accepted, and was 
incorporated in section 100 of the In- 
surance Law, since which time no life 
insurance company has been permit- 
ted to invest its funds in stocks. There 
is no doubt that the prohibition thus 
enacted igs a wise provision of law. A 
life insurance company created for the 
distinct purpose of furnishing life in- 
surance should not be permitted, by 
its stock acquisitions, to control and 
manage private enterprises. 

“Section 100, as then enacted, con 
tained, however, a further provision 
which sought to compel all life insur- 
ance corporations Owning any shares of 
stock, other than the public stocks of 
municipal corporations, to dispose of 
such holdings within five years from 
the 81st day of December, 1906. There 
is no doubt that, at the time of the en- 
actment of this provision, there existed 
a real abuse because of the control and 
manipulation by insurance companies 
of the affairs of unrelated enterprises, 


WILLIAM J. GRAFF DEAD 


Supervisor of Western Group of Indus- 
trial Divisions of Prudential 
Insurance Co. 


The sudden death of Supervisor of the 
Western Group of Industrial Divisions 
Villiiam J. Graff of the Prudetial, oc- 
cvrred Sunday at the Elizabeth, N. J., 
General Hospital after an operation for 
appendicitis. 

Supervisor Graff has been connected 
with the Prudential for 24 years, and 
would have entered Class “‘E” or the 25- 
year class of the Prudential Old Guard 
cr August 24, 1916. Mr. Graff has held 
several important supervisory positions 
with the Prudential. After several 
years’ service in charge of the clerical 
record of agents in the western depart- 
ments of the Company, he was made 
manager of Division “J,” comprising 
Chicago and the State of Illinois on 
June 3, 1907 Successful efforts  fol- 
lowed his appointment and Mr. Graff 
was promoted to assistant supervisor 
of the western group of divisions in 
1609 and then advanced to the import 
ant post of supervisor of the western 
industrial divisions, comprising over 
ore thousand three hundred agents. 


in which they either held a majority of 
the stock which gave them absolute 
control, or, holding a large portion of 
the stock, were thereby enabled to in- 
fluence the control. In 1911, had the 
companies affected by the provision of 
the law above mentioned been com- 
pelled to offer for sale in the open mar- 
ket their entire holdings, it would have 
resulted in a serious loss. It appears 
that, at that time, the stock holdings 
of all the insurance companies had been 
reduced approximately thirty-three and 
one-third per cent. In order to prevent 
an extraordinary shrinkage in the as- 
sets of these companies, the Legisla- 
ture very properly extended the time 
of such sale for a further period of 


] The extended time wil] 
expire on December 31, 1916. 

“It is well known that, on account of 
the business depression which has gen. 
erally prevailed in all lines of industry 
during the past five years, such period 
has been a peculiarly inopportune time 
to dispose of stock in business enter. 
prises. An investigation of the records 
of the companies interested shows that 
there has been a further reduction jp 
the amount of stock held by them, and 
to-day there is not a company owning 
a majority of the stock in any outside 
corporation, and, with one single ex. 
ception, there is not a company owning 
sufficient stock to enable it, in the 
slightest degree, to affect the contro) 
or management of the corporation repre. 
sented in its stock holdings. It is rather 
a harsh provision of law which requires 
life insurance corporations to dispose 
within a given time of the stock hold- 
ings which they legally acquired. The 
persons desiring to purchase = suen 
stock, familiar with the provisions of 
this law, knowing that the companies 
were compelled to dispose _ thereof, 
would naturally wait until the close of 
the period in the hope that they could 
acquire such stock at very attractive 
prices. 

“It may well be urged that the abuses 
so vividly revealed at the time of the 
investigation in 1905 could have been 
eliminated simply by the prohibition of 
future stock investments, but it was 
thought best to compel the disposal of 
existing holdings within a certain pe- 
riod of time. It is my judgment that 
the companies should be permitted to 
gradually dispose of the remaining por- 
tion of their stock holdings, and should 
not be required to dispose of all of 
such holdings prior to December 31st 
of this year. Such a course would un- 
doubtedly involve a great loss in assets, 
and in view of the reasonable reduc- 
tions in stock holdings, which have al- 
ready been made, | believe that the 
time for such disposal should be ex 
tended for a further period of five 
years. 


five years. 





MERIDIAN LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, IND. 


We have Liberal Agency Contract awaiting a High Grade 
Producer in Eastern Missouri 


WRITE THE COMPANY FOR MORE INFORMATION 











Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 














Capital $250,000 





If you are not satisfied where you are, and want to make 


Extraordinary Opportunities for Ordinary Men in 


The Louisiana State Life Insurance Company 


SHREVEPORT, LA. 


good general agency propositions, which will enable a good man to make good money. Give 


a permanent connection with a real live company, write us. 


WILLIAM R. HELIE, Supt. of Agencies 
We Operate in ARKANSAS, LOUISIANA and TEXAS. 


your references when writing. 


W. T. CRAWFORD, President 


We have several 
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; Selling Suggestions Heard at Southeastern 


Life Underwriters Congress in Washington 
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Pointers in Effecting Sale of Policy 


(Continued from page 2.) 


surance premiums is not a debit, but a 
credit, He looks at my sample balance 
sheet of his insurance account and is 
interested, because it is novel. After 
some discussion I say to him: “If you 
had a bank account and you were going 
to take out a check for $300 and deposit 
it in another bank you would not tell 
your wife that you were spending $300 
would you? Well, if you take out a 
policy in the Equitable Life Assurance 
Society for a premium of $300 a year 
you would not be spending that money, 
but would be opening an account in the 
Equitable Life Assurance Society, which 
has more assets and is stronger finan- 
cially than all the banks in Richmond 
put together. You are not spending this 
$300 a year; you are merely deposit- 
ing it. ane 

I believe that a man’s life insurance 
should be eleven times his yearly in- 
come. | point this out and tell the pros- 
pect that his property is valuable and is 
insured, and I ask him if he does not 
regard his life of value to his wife and 
if it should not be insured. Why should 
he regard his life of less value than 
ris property? I give him many figures 
showing how 85 per cent. of the men 
who have money lose it by the time 
they are sixty. I quote the number of 
commercial failures the past decade; 
the number of men last year declined 
for life insurance, and other things 
worth thinking about. 

The ledger sheet I carry with me is 
always clean; as if specially prepared 
for the man I am calling upon. 


Appeals to Sentiment in Man 
Wilson Williams, New England Mu- 
tual Life, New Orleans: Our business 
appeals to the sentiment in man. We 
even have to sell from our ability to 
appeal to the selfishness in man. To 


cppeal to the selfishness in man there is 
necessary some information regarding a 
man’s environment, responsibility, etce., 
before we attempt to effect a sale, We 
need to find out a man’s present age and 
when his present age will change. We 
have to impress upon a man the import- 
ance of doing it now. Few men escape 
the need of life insurance at some time. 
Is it not folly to put off the purchase of 
insurance until the necessity may arise, 
ot physical impairment may make it im- 
possible to obtain insurance? Take a 
hundred men who live to be seventy- 
five years of age. The man who starts 
mat twenty pays less for protection of 
fifty-five years than the man who starts 
at fifty-five and lives to be seventy-five. 
It that not an argument which will in- 
dice men to carry insurance now’ The 
appeal is the low cost. 
Income Insurance 

A.C. Diggs, Penn Mutual, Richmond: 
When I sell income insurance I never 
talk anything else. I put all my concen- 
tration in it; and pay no attention to 
what other insurance he has. Income 
inurance is the one absolute safeguard 
eee 


fer his beneficiary. It does not make 
any difference what the beneficiary does 
with the income, because future pay- 
ments roll in with regularity and surety. 
It is free from taxation, It is hedgea 
about with protection from all sides. 

Mr. Heise, Baltimore: How many men 
would like to have $10,000 when they 
are sixty? Do you know any man who 
would not? That is a picture to paint 
ou a man’s mind, and when you do his 
attention is yours. You can work the 
details of the picture out rapidly. I 
think it is best to put your argument in 
the form of a question rather than a 
statement. Then you know what im- 
pression you have made almost as soon 
as you ask your question. The average 
man would appreciate having $10,000 
when he is sixty. 

Dolph Demonstrates a Sale 

John Dolph, Metropolitan Life, Wash- 
ington: Is there a man in the room 
who is exactly thirty years of age? (One 
of the agents came forward and acted 
as a subject for Mr. Dolph.) Now, I 
know you are thirty years old; that your 
name is John Smith; that you were born 
September 1; that you are a fire in- 
surance solicitor; that you should have 
$3,000 of endowment insurance because 
you do not require a single dollar in- 
vestment in the conduct of your busi- 
ness. I know you are married, and 
your wife is about your same age. I 
won’t use the sentence “Do you want 
t. hear of a good proposition?” because 
i believe the word proposition scares 
a man to death; he does not know 
what a proposition is, but I will pull 
cut of my pocket a $50 bill, and I'll 
begin as follows: 

“Mr. Smith, here is a fifty dollar bill. 
Will you kindly look at it? Thank you. 
(This gets Smith’s favorable attention. 
'e is not thinking of his family or his 


business or anything other than that 
bill). Mr. Smith, I have twenty of 
these bills here. Here they are. You 


would see that I am right if I had time 
to count them. Mr. Smith, I'll under- 
take to make this agreement with you. 


1! am willing to sell you one of these 
bills for $42.35. Would that interest 
you? Ah, I see you are a man of good 
judgment, Here is my complete pro- 
position. You are to pay for one of 


these bills each year. It will take you 
twenty years to pay for them and at 
tLe end of the twenty years I will give 
them back to you. I will make further 
offers. If you pay only for one of these 
bills and death overtakes you the en- 
tire twenty bills will be paid to your 
wife. (Mr. Dolph then explained about 
disability provisions, etc., showing how 
the purchaser of the bills would be the 
gainer no matter what happened to him 
ir. the way of lost health, and other 
contingencies.) I am glad Mr. Smith 
that you are attracted by my offer. I 
hove it all written out. What I desire 
you to do to close the transaction is to 


sign your name here. Thanks. Good 
day.” 
Mr. Woods Demonstrates 
E. A. Woods: I shall take Mr. Sills 
as a subject. “Mr. Sills. Here is a 


check for $100 drawn to the order of 
Mrs. Sills. Would it interest you to 
have her get one of the checks every 
month?” When you approach, by the 
way, sit down. When you close, stand 
up. “You say you will take this policy 
on April 10, but cannot take it to-day? 
Well, if you do take it then, Mr. Sills, 
it wil! be because you need it then. Is 
that not so? Beg your pardon, Mr. 
Sills, but suppose you were to die on 
March 10. Would Mrs. Sills be able to 
use that $100 check each month then? 
Suppose to-night you were fatally in- 
jured getting out of the _ elevator. 
Would that monthly check come in 
handy? What would you do if after 
reaching home to-night your family 
physician would say that your wife re- 
quired an operation immediately in or- 
der to save her life. Would you an- 
swer “Put it off until April 10; | can 
afford to pay you then.” Mr. Sills, if 
you were running a grocery store and 
were short of vegetables would you get 
tnem immediately or wait until a later 
date when you thought you could bet- 
ter afford the expenditure? | believe, 
Mr. Sills, that if the operation were 
needed to-day or the groceries were 


needed to-day immediate attention 
would be given. You would not pro- 
crastinate. Why apply to something 
so vital as life insurance principles 
that you would not apply to other 
matters. 


Agent Must Dominate 

George C. Jordan, president District 
of Columbia Underwriters’ Association: 
An agent should dominate the situa 
tion from the time that he enters a 
man’s office. He should have complete 
mental mastery of the situation, and 
should make that mentality triumph. 
Many a man has signed an application 
merely because an agent handed him a 
pen and said with force in his voice 
“Sign.” Just why this is so it is dif 
ficult to tell; probably, because the 
man does not know what else’ to do 
in the situation. I have insured men 
over the telephone that I have never 
seen merely by being forceful and con 
vincingly persuasive. 

Tenth of Income in Insurance 


Frederick A. Savage, New England 


Mutual Life: I think the time has ar- 
rived when we should reach a conclu- 
sion On some equitable basis as to the 
amount of insurance a man should have 
in relation to his income. In Great 
Pritain one-sixth of a man’s income is 
exempt from taxation, if he puts it into 
life insurance. In my opinion a man 
should save 10 per cent. of his income. 


If he cannot save that much he is a 
pretty poor specimen of a citizen. This 
10 per cent. invested in insurance will 


take care of his family. 

Chester Coursey. | 
thing to master is nerve. Don't let 
anything frighten you. Once | passed 
a man’s door six times before | could 
bolster up courage to go in. Some 
weeks elapsed between the time of the 
first and the last attempt. After | got 
in | found that the man had taken out 
a policy with R, U. Darby a fortnight 
before. To have nerve, keep fit; that 
means tn body, in mind, in soul. Look 
every man squarely in the eye and you 
will get the business. 


C. R. Roddybush, John Hancock, Bal 


found the hardest 


timore. When I insure a man I feel 
that I am doing a real service to hu- 
manity. If an agent feels this way 


and if he knows life insurance and its 
history he will feel that way—nothing 
can stop him. 

Can’t Make Labor Union Out of Gene- 

ral Agency 

New York 
insurance as an 
slogan to re 
W. Scovel, 
company is 


Charlies Jerome Edwards, 
City. I believe in life 
institution. One good 
member is that of Charles 
of Pittsburgh, “Above the 
the great value of life insurance.” 
Every man’s work is individual. You 
can glean only so much from company 
literature, from the insurance journals, 


from talks with others. Life insurance 
is what you thing it is. You are sel 
ling what you believe life insurance to 
be. Don’t pattern too much on other 
men Remember that you can’t make 
a labor union out of a life insurance 
general agency, but every man has to 


operate on his own individual line. 
Why can one man sell a policy where 


I can’t or I can sell a policy where 
some other man can’t? The answer 
is individuality in life insurance. I 
have heard some talk to-day of where 
to stop competition. The time to stop 
is when you hear a small, still voice 
inside of you talking. That’s the line 


of demarcation 





When Should Competition 





in Life Insurance Cease ? 








One of the most interesting sessions 
at the Southeastern Congress was that 
devoted to discussion of the question 
“When Should Competition Cease?” 
R U. Darby, of Baltimore, was chair 
man during the consideration of this 
topic. Some of the points brought out 
by the speakers follow: 

A. C. Larson, Madison, Wis., 


secre 


tery of the National Association of 
Life Underwriters 

Competition should cease when the 
application is signed, provided the 
buyer has given his moral promise to 
buy the contract. 

Coursey’s Courteous Competition 

Chester Coursey, HKastern Shore of 


Maryland Competition should cease 





Looking backward: 
vious year, 
Looking forward: 
of business. 


share in the 


d country’s prosperity. 
sentatives. 
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Looking Both Ways 


We delivered more insurance in 1915 than in any pre- 
A most prosperous year for our representatives. 
We believe that 1916 will be a profitable year in all lines 
: that it will be the optimist’s year, the bustle of whose activity 
will drown the pessimist’s wail,—and that life insurance will have its full 
This is the spirit of all of our repre- 
Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 


A great year! 





66 Years Old 


Passed two hundred 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 
PART OF THE 1915 RECORD: 


Largest paid-for new business. 
Largest payments to policyholders. 
Largest dividend payments. 
millions in 
General surplus substantially increased 

Dividend scale increased fifth time in eight years. 


A good policyholders’ company is a good company for the agent, 


Write to Edward D. Field, Superintendent of Agencies, Montpelier, Vermont 


Mutual 


insurance in force. 
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Selling Suggestions Heard at Southern Life Underwriters Congress in Washington 








as soon aS a man’s name is on the 
dotted line, and sometimes, before that. 
If | am working on a case and some- 
body else closes it I stop competition 
immediately and do all in my power to 
boost my competitor. I do this on 
rrinciple, but it has the effect not only 
of cinching the particular policy for the 
other man but also makes a good im- 
pression for me and for all other life 
insurance men. When he is next in the 
market for insurance he will not for 
cet me because he knows that my com 
pctition is on the square. The Mutual 
Life has an agent in a certain town 
wko is a personal friend of mine. 

When I visit the town to interview a 
prospect I first see my friend and tell 
him about it, The mere fact that I 
amr working on the case is sufficient no 
tice for him to keep away. When he 
comes to my town he gives me the 
same notice and | keep away from his 
prospect. I find that the older agents 
in Maryland outside of Baltimore recog- 
nize this rule. As a result very few 
deals are spoiled. 


Discussion of Daily and Weekly 
Reports 


Reports on daily record and weekly 
reports for agents showed that these 
are working to advantage in all agen- 
cies. Neil D. Sills, of Richmond, said 
that in his agency the closest track 
was kept of the cards, agents having 
to fill out name and address, date of 
interview, kind of policy, date of birth, 
etc. Cards are billed to agents same 
as an invoice. These must , be re- 
turned at the end of the month. If 
not the agents are informed that the 
cards are missing and must be sent 
in. Careful attention is paid to date 
of birth so that agents can see men 
at proper time. 

Real Efficiency 

G. G. Reiniger, Baltimore. Tabula- 
tion of work produces the most effic- 
iency. Unless a man is personally ef- 
ficient he cannot make much headway. 
I was educated at the naval academy 
and had the value of efficiency drilled 
into me. We often hear that the 
word is over-emphasized, but it is not. 
The dictionary definition of efficiency 
is “the ratio between efforts expended 


and results obtained.” When you in- 
terview a man you should talk about 
life insurance; otherwise, it is not an 
interview. 

Lawrence Priddy, New York. I keep 
a record of every man that I inter- 
view, so that I shall know if there is 


any hope of doing business with that 
man or if he is uninsurable. When I 
interview a man I try to get his date 
of birth, something about his needs, 
number of his children, clubs to which 
he belongs and other data that is in- 
valuable. Once mine, this information 
is always mine, and | can turn to a 
pigeon hole of my desk and find it any- 
time. It is a great mistake for an 
agent to try and carry everything in 
his head. There are no heads con 
structed that can retain all this in- 
formation, especially if an agent has 
been in business any length of time. 
I have some clients in every State of 
the Union. Once information about 
them is in my desk they are not for- 


gotten. With few exceptions I keep 
in touch with them in some way, gen- 
erally by a personal letter, which 


reaches a man on the anniversary of 
his birth. I don’t care how big a man 
is he appreciates such a remembrance. 
For years | made it a point to call 
upon Collis P. Huntington on his birth- 
day. He was not what you might call 
a pleasant mannered individual; he 
was doing big things in a big way 
and did not have time for many cal- 
lers, but when my name came in to 
him he would always see me, often 
leaving conferences to do so, knowing 
what my mission was. He always 
appreciated the call. It is a mistake 


to think that in this cold: business 
world the injection of a little bit of 


Call with 
will al- 


sentiment is not welcomed. 
your congratulations; people 
ways be glad to see you. 
John Torrey, Toronto. I have 
man who came to us seven or 
years ago and was producing 
a year. He was gun-shy—shy of 
own, ability, of his methods, of every- 


one 
eight 
$40,000 
his 


thing. I was quite convinced that if 
{ could get into that man the right 
idea of two things, first, a different 


method of working; second, an ap- 
preciation of his own knowledge and 
ability, he would have great power. 
Hie was taught system, the value of 
estimating himself correctly and of 
cultivating hig own business. He _ be- 
gan to use a card system with dilli- 
gence; to call upon his own cases 
month after month. These cases were 
constantly increased; new names, 
larger insurance, and now there are 
not enough hours in the day to see 
all of his prospects. Last year he 
had $23,000 in premiums; wrote 187 
applications. He got 67 per cent. of 
his business from persons already on 
the books. 

E. M. Crutchfield, Richmond. A 
business house can get along without 


a set of books just as easily as a suc- 
cessful general agency can get along 
without some system of keeping track 
of calls and interviews. If one of our 
agents makes a call and is satisfied 


that the interview is favorable’ he 
reports name, occupation and some 
other facts; also, the statement that 
he intends to interview him again, 
telling at what time. The card is put 
into a cabinet, filed with the man’s 
name. <A little perforated slip, with 
name, address, date, remarks and ap- 
pointment is put on the card. Sub- 
sequent interviews are jotted down, 
and if satisfactory progress is not 


made the agent has forfeited the right 
to this prospect and he can be tackled 
by some one else. 

The ‘weakness of card systems in 
many offices is that the agents are 
not called in, and the cards gone over 
to see what progress has been made. 
We have a meeting every Saturday 
morning at 9 o’clock and a meeting 
every Monday morning at 9 o'clock. 
IKiverybody takes part in these meet- 
ings. At one of these meetings we dis- 
cass new ideas noted in literature and 
papers of all kinds that come into the 
office. At the other meeting personal 
experiences, etc., are discussed; agents 
are encouraged in every way; their 
litle problems are threshed out and 
they get suggestions which do them a 
lot of good. 

E. A. Woods, 


Pittsburgh. <A call is 


worth $1 in first commissions. An in- 
terview is ‘worth $2. Therefore, the 
more calls an agent makes the more 


\ makes, I have before me a 
life insurance sales manager’s report of 
10,000 calls, showing 59,800 interviews, 
and $116,623 commissions. If an agent 
really goes out and works you will 
see that his call is worth just as much 
to him as the average doctor’s is. A 
general agency must keep a good card 
system to prevent doubling up. You 
never heard of two bond salesmen of 
a crack Wall Street house calling upon 
the same man to sell the same thing 
the same day, but I ran across a case 
last ‘week where a policy in a company 
was being delivered at the same time 
that two other agents of the same 
company were calling to try and write 
some insurance. Don’t forget that our 
time is our capital. Agents do not 
know enough about their business. 
Some of them say they are life in- 
surance agents and not accountants; 
that they “haven’t time to keep books.” 
It’s generally the laziest agent who 
complains because he _ hasn’t_ time. 
Even the sales girls in the John Wana- 
maker store have to make three sepa- 
rate written reports every night be- 
fore leaving. 

Man Who Sees Most People Wins 
Charles J. Edwards, New York. The 
men making the greatest headway in 


reney he 


my general agencies are the men who 
see the most number of people, and 
who are willing to keep track of them. 
We live in a community where there 
are hundreds of thousands of pros- 
pects, and so follow all available sys- 
tems--old policyholders, from whom 
we can get names; people who are 
promoted; men who have had _in- 
creases in salaries, ete. We have ex- 
ploded some fallacies. One is the fel- 
low who writes in asking for figures. 
Follow him up and you usually have 
your pains for your labor. I much 
prefer to take raw material, classify 
it by districts, particularly to segre- 
gate them by territories in, which the 
most number of men can be seen in 
the shortest possible time. We keep 
a record of all those names. We in- 


kind of a report being 
Some system of 
necessary. An 


sist upon some 
made by the agents. 
regular canvassing is 


agent with a regular plan—I_ don’t 
care what the plan is—will see about. 
seven new cases a day; i. e., talk to 
them about life insurance, not ask 
about the ball game. 


J. N. Russell. I believe in a time 
card system, showing number of hours 
worked, number of calls made, number 


of prospects seen, number of applica- 
tions written, policies delivered, com- 
missions received, ete, At the end of 
the week there is found complete to- 
tals of all items. When these cards 
are studied they show whether a man 
is working along right lines; whether 


many people for the 
business being written; 
few people, ete. 


he is seeing too 
amount of 


whether too 


Cultivating Prospects 
Charles R. Gantz, State Mutual Life, 


Baltimore. IT find the Baltimore daily 
paper the best prospect getter that I 
know. I have in my hand this morn- 
ing’s issue, which is a mine of  pros- 
pects. Here in the first column are 
new appointments by the Governor of 
Maryland. | find that two of the new 
appointees are persons I know well, 


subjects for insurance. 
list. There’s a wealth 
there worth following 
up. Here is the society column. I 
know two of these chaps whose en- 
eagements are just announced. Here’s 
the financial page. So and so told me 
the other day he took a flyer in a rail- 


and they are 
Here is a tax 
of information 


road stock. I see the stock has gone 
uy five points. V’ll tackle him just as 
soon as I get back. Every morning 
there are enough prospects in the 
paper to keep me busy. All a good 
agent needs is a lead, and here are a 


hundred of them or more every month. 
Stanley Hoover, Northern Virginia. 
I work in rural regions and the daily 


the leading men of the communities 
where I travel, from doctors, lawyers, 
etc. The agent should be self-respect. 
ing and go with the best people he 
can. They will help him if he helps 
himself. 

J. N. Russell, California. I am 4 
£ eat believer in agency meetings even 
in the smaller towns. If there are 
only two or three agents of a company 
in a district they should meet at jp. 
tervals. One man can inspire others 
by stories of his success; and thoge 
who have not succeeded can get point. 
ers telling how they’ could have 
avoided failure. 


Calling the Turn 


Myer D. H. Lipman, Provident Life 
& Trust, Baltimore. I started in the 
life insurance business two years ago 
in Baltimore where I have a large ac. 
quaintance. I had previously been a 
salesman in several other lines. Soon 
after entering life insurance I was 
amazed to find that a great many men 
looked down upon me because I picked 


that profession; moreover, I found 
they respected saloon keepers, cigar 
manufacturers and others who _ have 


rade a comfortable living or a small 
fortune, simply because the latter suc. 
ceeded. | could not help feeling that 
this was unjust; and | said so one 
day to a man who had _ obnoxiously 
compared my business with some 
others | have mentioned. This man 
has a son who to my personal knowl 
edge spends much of his time in sa- 
loons, and | said to him: “Do you 
know that your boy spends in a cer. 
tain place $3 or $4 or $5 a week for 
whisky and_ cigars. He not only 
spends $250, or nearly that, a year for 
things that undermine his health, but 
you seem to respect the man _ who 
makes such action on his part pos 
sible. Yet, | come here and offer to 
take your boy’s $250 a year and return 
for it a bond for $5,000, and you look 
down upon me. If he spends money 
with me instead of the saloon keeper 
he saves his health’ and comes later 
into a small fortune. Don’t you think 
that | am the better friend of the two, 
and that my mission is a most worthy 
one? The result was | insured the boy 
for $5,000; the man for $15,000. A vari- 
ation of this argument is my answer 
to any one who speaks disparagingly 
of life insurance, | have sold many dif- 
ferent articles, but none of them gives 
a man so much self-respect as selling 
life insurance. 


The Bristol Co. of Waterbury, Con- 
necticut, has taken out a group policy, 
on employes who have been with the 





paper does not do me much good, but company six months or more, in the 
I can get the same information from Aetna Life. 
—— 
Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 

. . 9 

parable benefits of the ‘‘oldest company in America 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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Turns Down the 
Insurance Federation 


ACTION BY EXECUTIVE COMMIT- 
TEE OF NAT’L ASSOCIATION 


Mark T. McKee Talks to Committee at 
Washington, and Answers Many 
Interesting Questions 


The executive committee of the Na- 
tional Association of Life Underwrit- 
ers at a meeting in Washington last 
week declined to endorse the _ insur- 
ance federations, the organization of 
insurance men of all kinds, principally 
casualty, which has more than 6,000 
members, and which has for its object 
the organized fighting of state insur- 
ance in whatever guise it may ap- 
pear. The executive committee took 
this action after hearing a speech de- 
livered by Mark T. McKee, secretary 
of the federation and its leading or- 
ganizer. Mr. McKee arrived in Wash- 
ington after a visit to the South and 
stopped over on his way to Ohio 
where he addressed the Accident and 
health Underwriters’ Conference. 
With him was his brother, Max Mc- 
Kee, who has been organizing New 
York State. 

1,000 New Members a Month 


In his talk before the executive 
committee of the National Association 
of Life Underwriters Mr. McKee made 
an eloquent plea for the life men to 
join the federations. He said that the 
movement was growing at a rate of 
1,000 new members a month and was 
sweeping the country. New  federa- 
tions have been organized in a large 
number of states, and it would not be 
long before the states were covered. 
He said the organization would ex- 
tend to every county in every State, 
The dues are a dollar a year. 

When Mr. McKee was finished he 
was put on the grill by Lawrence 
Priddy and other association leaders 
who asked him numerous questions as 
to what would be the participation of 
the various interests in insurance, re- 


garding measures affecting different 
or conflicting ends of the _ business, 
particularly in different locations, 


where one section would not be in 
sympathy with another, or at best 
would be lukewarm. Mr. McKee was 
asked about the dues, about the fede- 
ration system of bookkeeping, about 
responsibility for its direction and 
origin of plan of campaign and about 
his own insurance experience. 
Mr. McKee’s Statement 
Mr. McKee said that the State in- 
surance spectre was a menace to 
every line; that each State managed 
Its Own affairs through representative 
members of the federation. His own 
Insurance experience had formerly 
been largely with the fraternals. The 
inquiry developed that Mr. McKee was 
secretary of several organizations and 
Was also active in the publication of 
the Federation News, published by the 
National Council of Insurance Federa- 
tion Executives. The tone of the in- 
quiry became heated. Mr. McKee 
said that the association was sweeping 
all before it and he advised the Na- 
“onal Association of Life Underwrit- 
“rs to get on the band wagon. Mr. 
Priddy said that the association would 
ride in its own band wagon, and after 
Some further parley Mr. McKee said: 
Nothing will stop the federations. 
pad will go right ahead whether you 
us, or not.” He and his brother 
then left for Cincinnati. 


Assistant to President Woods 
Pe was announced by the executive 
re tac that George Russell Leon- 
"d, who has been the official sten- 


0 “ie , 
Srapher of the association, reporting 
all of the 


of conventions and who is 2ne 
“a the best-known court-newspaper 
"“enographers in America, had been 


eomted assistant to the president of 
pa National Association of Life Un- 
Writers, Mr, Leonard has been 


touring the country for six weeks, 
making speeches before local life un- 
derwriters associations, discussing the 


S. S. Huebner book, the conservation 
plan and other association activities. 


The executive committee decided to 
make a campaign for membership 
along new lines. The country will be 
divided up into seven districts and it 
is understood that seven cups. will 
be presented to the best work in se- 
curing new members. 

The St. Louis Convention 
cussed and every indication points to 
one of the most successful gatherings 
there in the history of ti.e association. 

Will Push Scientific Salesmanship 

The key-note of the work this year 
of the National Association of Life Un- 
derwriters will be “scientific salesman- 
ship” along the lines being outlined 
by President E. A. Woods. 


was dis- 


TO BE OCCUPIED APRIL 1 
The beautiful new home office build- 
ing of the Scranton Life will be ready 
ter occupancy on April 1. 


Business of the New England Mutual 
Life in 1916 has started off well.. Paid- 
fcr insurance in January shows a gain 
of more than 25 per cent. over last 
year. 


Anton htked 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
_AND 
WILL PAY THEM WELL 








Build YourOwn Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








PITTSFIELD AGENTS AGITATED 


OVER BANK INSURANCE SOLICITOR 


“Educational Instructor” of Insurance 
League Writes $140,000 on General 
Electric Employes 


Agents of Pittsfield, Mass, headed 
by William H. Barringer, have started 
an investigation of the activities of 
of the Sav- 
League, in order 
soliciting 
Massachusetts 


’ 


“educational instructors’ 


ings Bank Insurance 


to ascertain this system of 


life insurance for the 
Sevings Banks is not 


expending more 


money than the State appropriates for 


the work, and is going outside legal 
rights. 

John A. Eaton has been engaged at 
P'ttsfield in 


for the 


so-called instruction work 


Massachusetts Savings Banks, 
and he has written $140,000 in insur- 
arce on employes of the General Elec 
tric plant. Policies to the number of 
123 have been placed on employes of 
the Katon, Crane & Pike Co. 

Mr. Barringer and other agents have 
demanded an investigation for the pur 
pese of having the books of “over-the 
counter” insurance examined, and 
there may be appeals to the committee 
on insurance of the Massachusetts Leg- 
islature. Mr. Barringer believes that 


the Savings Bank insurance should be 
sold for just what it is and in exact 
accordance with the letter and spirit 


of the law in every 
aiso anxious to know 
system has 


respect, He is 
wherein the new 
resulted in better terms 
to old line policy-holders, if any. 

was made to the State 
district police about Mr. Eaton’s ac- 
tivities at the General Electric plant 
When the police wrote favorably of the 
Meton case, the Pittsfield agents de. 
cided to carry the matter further. 


A complaint 





WHAT IS OPPORTUNITY? 

As arule something you create 
yourself, but working conditions 
helpa great deal. “That is where we 
can help——if you can deliver. One 
or two openings of importance now 

but only for the right men. You 


may be the man. It’s your move. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, President 
HOWARD S. SUTPHEN, Director of Agencies 








Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 


FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 











THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 


BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 





FINANCIAL STATEMENT 
Assets, J an. - 





i eee $74,274,980.68 
Liabilities ........ 69,154,791.00 
Ee $5,120,189.68 

The New England Mutual's recognized 
position in the front rank of American 
companies is the result of seventy-two 


years of honorable, capable and equitable 
dealing. If you are a “front rank” man 

you want to be identified with such an 
institution 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life”’ 


The fifty-sixth annual state- 
the Life 


Insurance Company, of which 


ment of Home 
George E. Ide is President, pre- 
sents a record of substantial 
policy-holders 
solid 


growth in financial strength. 


benefits to its 
during the year and a 


Assets increased to 
$32,029,439.71 after paying to 
$3,447,381 in- 


cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


policy-holders 


$125,660,173 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agts. 
256 Broadway, New York, N. Y¥. 











1865 --- Fifty-One Years Old --- 1916 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and Genevral Efficiency 














Lawrence Priddy, pres- 

Why and How ident of the Life Un- 
Vanderlip derwriters’ Association 
Insured of New York, gave an 
interesting sidelight on 

the Frank <A, Vanderlip insurance 
speaking to the Southeastern life in 
svrance congress last week He said 
that he was recently telephoned to 
come to the office of Mr. Vanderlip, 
vho is president of the National City 


sank, and one of the Jeading financiers 
of the metropolis. 

Mr. Vanderlip said: “Il want to take 
Cut $600,000 additional insurance.” Mr. 
Priddy’s comment was: “Oh, Lord!” 
He then asked the financier what kind 
of insurance he wanted. The answer 
vas “renewable term insurance.” “If 


that’s the case, you don’t want to talk 
to me, | don't sell it,” said the agent 
When asked why he retorted thus he 
seid: “There is nothing to it.” In 
further explanation Mr. Priddy said 
that not only was this kind of insur- 


auece undesirable, but it would be found 


impossible to get companies to write 
that much. 

Mr. Vanderlip was 26 per cent. over- 
weight. His negotiations for the $600,- 


000 insurance began through a nephew 
in the life business, Donald Wilkie. 
When Mr. Vanderlip was convinced that 
he could not get the term insurance he 
Mr. Priddy what kind he could 
and was told that the best 
be ordinary life. 


asked 
oltain, 
would 


Arrangements were made for the ex 
amination ot Mr, Vanderlip at an up- 
town hotel. When he got there after 


spending the night at the Union League 


Club, he was met by thirteen doctors 
and Mr. Priddy. The financier was 
rather taken aback when he saw this 
many physicians, but was game and 
submitted to the examination success- 
filly. His old insurance is $530,000. 
Seme of this was written by Mr. Prid- 
Gy thirteen years ago. On the way 
down-town from the club to the bank 
Mr. Priddy asked Mr. Vanderlip why 


Le decided to take out the additional 
i.surance, He explained that he had 
just gone into a $50,000,000 corporation, 


organized to further trade relations 


with the Orient and other parts of the 
world, and that he was interested in 
a great many things, “I am getting 
along in life,” he said, “and I know 
ihe need of insurance. No matter how 
prominent a position a man may have 


von, | am enough of a philosopher to 
know every man will acquire a certain 
number of cats and dogs in his life, 
and I want to make the future of my 
family secure. I have six children and 
| want $600,000 more insurance which 


stall be payable to them.” 
* . * 
William KE. Bilheimer, 
Can’t Stop manager of the Equi- 
Onward March table Life Assurance 


of Insurance Society, and a former 


Superintendent of In- 
surance, spoke on “Investing a Life,” 
at the recent banquet of the Life Un- 
derwriters’ Association of New York. 


Hie said you can no more stop the on- 
ward march of the isurance profession, 
with the type of men in it to-day, than 
a speck can stop an avalanche. “I like 
to think also of those men who made 
this profession possible,” he said, “the 
men who died and gave their all to this 
business. I ask that we be given a 
vision of them to-night, a vision that 
will give us a definite outline for our 
work.” 

Mr. display of 


Bilheimer urged a 


strong character, enthusiasm and _ initi- 
ative by 
human 
engine, 


the 
the 
she 


“Enthusiasm to 
what steam is to 
momentum until 


agents. 
body is 
giving 


around 
what 


dashes 
That is 


headway and 
out of sight. 
men need first. Then they 
the sand that keeps the 
game cock in the arena, although cut 
and bleeding, the sand which makes 
the football player plead with his coach 


gathers 
the curve 
insurance 
need sand; 


to let him stay in the game although 
he is bruised and battered, the sand 
that makes the horse go over the liner 


a winner in answer to the pressure of 
the knees of his rider, even though he 
drop dead at the finish, the sand that 
makes the bulldog hang onto his oppo- 


nent until the end. After sand the 
agent must have personality. Stored 


up. personality is like a ton of gun cot- 
ton, exploding when the spark of am- 
bition ignites it. 

“Many a man’s birthday counts from 


the day he found himself,” he contin- 
ued. “Everything fades into insignifi- 
conce when compared to the power of 
a man finding himself.” 

Hie declared that human _ interest 
must be touched in selling insurance. 
“You cannot sell statistics,” he de 
clared. “I go into a man’s office to sell 
him a policy and | hold up the appli- 


cetion before him. I plead with him to 
protect his boy and he says ‘I Made my- 
self, let my boy do the same.’ The 
printing on that application blank fades 
away and I see the boy standing on the 
corner, trying to draw a thread- 
coat over his frostbitten chest. 
father has gone. Next I see the 
prison bars and the hands of the boy 
convulsively clutching them, with his 
eves pleading for freedom. The boy has 
been forced to quit school when his 
fother died. Ninety per cent. of the 
criminals are uneducated people. When 
you go forth to-morrow to sell insur- 
ance to protect a man’s boy remember 
that you are fighting crime. 

“Perhaps it is the man’s daughter I 
am trying to persuade him to protect. 1 
see instead of the boy a girl in the dim 
parlor of the little country home, gaz- 


street 
bere 
His 


ing on the face of her dead father. 
Then | see her at the village depot, 
With her one suitcase, leaving for the 


great city to find a job. Next I see her 
wider the white lights. She is pale and 
wan. She has sold all she has to sell. 
Ninety per cent. of the white slaves are 
recruited from unprotected country 
girls. Remember that every time you 
sell a policy to protect a man’s daugh- 


ter you are helping to stamp out im- 
morality. 

“Or perhaps it is the widow I see. 
She is being ejected from the little 


home because she cannot pay the mort- 
gage because the husband left no insur- 
ance. John is to go and live with an 
aunt and Mary is going to an orphan 
asylum, The widow must go out and 
find work... Remember, that every time 
you sell a policy you are building up 
the bulwark of the nation, the home. 


Is Insurance Overdone? 
(Continued from page 3.) 


number of young men are seen, full of spirits, 


aglow with life, eyes toward the future. All 
of those boys are starting out to win their 
way in the world. All are hopeful, ambitious. 


sixty-three will have died 
life insurance; only three 


At. seventy-five, 
with nothing except 


will be rich, and thirty-four will be depend- 
ents. And that is the experience in rich, 
educated, prosperous America. 


Senator Sherman’s Speech 
United States Senator Sherman made 
an ‘eloquent plea for thrift and said 
that the people of this nation must 
reform their ways or court disaster. 
He said that prodigality spelt ruin and 


that life insurance was doing more to 
encourage thrift than any institution 
he knew. He told an interesting little 
story of two young men in his law 


STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
JANUARY 1, 1916 


Incorporated 1844 


$48,720,825.44 


EEOC C Ee eee ee ee ee ere er eT 
IIE Sa 5) elena pin ain ssiee alee was rete Won 45,490,990.83 
Sk ease a ewee awed eb ah $3,229,834.61 


Substantial gains made in all departments. 
Liberal policy contract, embodying every up-to-date feature 
Low net cost. 
Occasionally we have an opening. 


EDGAR C. FOWLER, Superintendent of Agencies 








CHARTERED 1857 


PURELY MUTUAL THE 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
































Go, C, MARKHAM, President ‘ 
INSURANCE IN FORCE, $1,365,299,749 : 
SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,54] y 
applicants) applied for $54,587,290 of additional insurance in The Y 
Northwestern during 1914. L 
NORTHWESTERN POLICIES are easiest to sell and stay longest in force. n 
Mortality 55.87%. Interest 4.97%. Expense 10.53%. \ 

AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 
It Will Pay You to Investigate th 
Income Insurance Before Selecting Your Company ‘Large Dividends ”’ re 
: Write to in 

Low Cost 

Corporation Insurance H. F. NORRIS ow Cos ty 
Partnership Insurance Superintendent of Agencies Service Policy pu 
Milwaukee, Wisconsin 
al, 
tu 
ye 
Pensions for Individuals = 
Pensions for Superannuated Em- Li 
ployees of Business Institutions 4 
Pensions Instead of Legacies Under pre 
Wills and Trust Agreements - 
We can use a few high grade salesmen in this fruit- Ad 
ful, rapidly growing field Cor 


The Pension 
Mutual Life Insurance Company " 
































PITTSBURGH, PA. ses 
me 
tier 

Extracts from Report of Examination of tice 
SOUTHWESTERN LIFE INSURANCE CO. ~ 
} ard 
By the State of Texas, June 28, 1915 is | 
‘Tt is noteworthy that this Company was organized without any promotion expenses.” oa 
““I beg to report further that I find the Company in excellent financial condition.” a . 
““The volume of its business has steadily increased, its surplus is growing rapidly and And 
its funds are being carefully conserved under expert supervision.’ life 
Home Office, DALLAS, TEXAS — 
that 
The Connecticut Mutual Life Insurance Company, a 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. ind 
Insurance in force, 100,411 Policies for ° ; ‘ ; ; : M $237,784,931-79 Tl 
WHAT NO OTHER COMPANY HAS DONE | form 
To repay to its Policy-holders in Death Claims, Endowments, Dividends, Surre nder 
Values, Annuities and other credits more than they have paid to it in premiums. ated 
It stands alone in that result. Inter 
Total premiums received, Dec. 1, 1846, to Dec. 31, 1915....... se eeeecees $302,236,187.70 pani 
Total.returned to Policy-holders, as above noted, in same period....... . 311, 968,360.63 
Excess of amount returned...........cccccece scecccscersercccceccsoncacceeces 9,7320172-93 + a 
———— e 
office in Illinois who were reflective of the Metropolitan Life, delivered ively 
ef their class. On the same income cf his able and interesting addresses lice, 
one patronized a tailor, figured in the one paragraph of which attracting pa! be a 
society columns, and went to Chicago ticular attention being as follows: and | 
to attend the theatres; the other bought The power wielded by the Nationa clate 
hie clothes ready made and spent most Association, through the earnest CO of th 
of his evenings with books. After a operation of its constituent parts Th 
few years elapsed one went to the Sen- should carry with it the lesson of = police; 
ator to borrow $10 to buy a supply of cretion and moderation. This age andt 
gasoline for his little garage; the other should be exerted wisely and pn fi agent 
asked the Senator if he wouldn’t invest accomplish results of great genera! the y 
$1,400 for him. portance. It should never be wiel “ tion 
Talks for Preparedness in connection with petty issues, cv to gi 
Congressman J. Hampton Moore, of ae an ineiiaual company a -_ t 
Pe rian A ay ca Angora plish results in which it alone !§ nd will 
ennsylvania, made a rousing ta OF ested and which will not have an : prope 
preparedness. portant and beneficial bearing oe his 
Mr. Barry’s Suggestion to National the business in general. Any % o of the 
Association course will be sure to bring disinte = 
James V. Barry, assistant secretary gration and defeat. Lite 
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*What Insurance Companies Can 
Do In Assisting Control of Cancer 


By Dr. Wireman Cook, Vice President and Medical Director 
Northwestern National Life, Minneapolis 








There are two directions, particu- 
larly, in which insurance companies can 
offer invaluable aid in the control of 
cancer. The first is in the collection of 
authoritative statistics on the subject; 
tLe second is publicity and education, 
| shall confine my remarks entirely to 
suggestions in regard to the latter, as 
the machinery for the former has been 
laid out and is already in motion under 
Mr. Hoffman’s able leadership as chair- 
man of the Committee on Statistics of 
the American Society for the Control 
of Cancer, and the Conference Commit- 
tee of the American Society for the the 
Control of Cancer for the Statistical In- 
vestigation of Cancer, which includes 
Mr. Hoffman, Mr. Hunter of the New 
York Life, Dr. Symonds of the Mutual 
Life, Mr. Dublin of the Metropolitan, 
Dr. Jaquith of the Prudential, and Dr. 
Wells of the Equitable. 

The Equitable, the Metropolitan, and 
the Prudential, have been particularly 
notable in one direction,--that is, in 
kceping their policyholders instructed 
in questions of health through the med- 
ium of their excellent policyholders’ 
publications. The company with’ which 
| am associated, Northwestern Nation- 
al, has issued similar tracts and litera- 
ture to its policyholders for over ten 
years, and many other companies are 
using the same means. In fact, the 
remarkable institution known as_ the 
Life Extension Institute, with its varied 
activities, is an outgrowth of insurance 
life salvage work, Mr. Rittenhouse, the 
president, having previously conducted 
tLe Conservation Department of the 
Equitable, and Dr. Fisk, the Medical 
Adviser, having made similar notable 
contributions while with the Provident 
Savings and the Postal Life, 


Publicity 


The publicity which lies 
grasp of the insurance companies, 


within the 
prac- 


tically without expense, through the 
medium of their routine communica- 
tions to policyholders,—premium _no- 


tes and receipts, policyholders’ pub- 
lications,—through agency meetings 
ard agency bulletins, is immense, and 
is rapidly becoming one of the most 
formidable weapons in the fight in be- 
half of improved health conditions and 
a generally increased life expectancy. 
Ard the very nature of the business of 
life insurance (and this campaign 
should include health and accident 
companies), makes it peculiarly fitting 
that through the routine channels of 
the business, health propaganda should 
fird their way to the public. 

There is an additional force to any 
fermal communication if it is associ- 
ated with something of more personal 
Interest. A premium notice accom- 
panied by a little pamphlet on some 
‘.estion of health preservation, holds 
the recipient’s attention more effect- 
ively than would merely the formal no 
Uce—so.that such an enclosure should 
be an immediate help to the company 
and not a burden. Policyholders appre- 
“late the personal interest, on the part 
of the company. 

There are fifty million life insurance 
policies in force in the United States, 
41d there are several hundrea thousand 
agents. Every policyholder should be 
the recipient, at intervals, of informa- 
‘on which will make him better able 
0 lve intelligent care to his health 
“an the health of his family, and which 
wa ‘4 a j « © sic 4 oti 
ce” basis for exerting a 
pl uence on health questions in 
a nmunity. A very large share 
of the neglect and opposition in mat- 


*Pane : ° . - H 
ife ee read at Medical Section of American 
~~ SOnvention, Birmingham. 


ters of health is due to ignor- 


ance, 


public 


A man who is selling life insurance 
should know the theory and the ele- 
ments of the practices of health and 
life conservation. Such knowledge not 
ouly renders him a more useful citizen, 
but also makes him a better salesman. 
The subject of life insurance can some 
t'mes be opened, and interest gained, 
through the subject of health conserva 
tion. 

Allen Treatment for Diabetes 

In succession, each of the newer de 
velopments of medical science can be 
given immediate publicity and made 
overative with a saving of time, which 
means a saving of lives, through such 
life insurance service. Take, for one 
example, the Allen treatment for dia 
betes. We have called this treatment 
to the attention of our _ policy- 
holders, and if the results of the. treat 
ment are as favorable as now appears 
probable, we will save a considerable 
sum in mortality payments, besides add 
ing many useful years to the lives ot 
those of our policyholders or of our 
policyholders’ friends who are passing 
sugar in the urine. That the medical 
profession cannot be entrusted with the 
prompt application of such advances in 
their own shown by the 
numerous statements we have received 


science, is 


from policyholders that their family 
physician never heard of the Allen 
treatment,--and it has been over two 


years since the first reports came from 
the Rockefeller Institute. In some 
causes these physicians had a large prac 
tice in big cities. 

Very valuable campaign material has 
been collected by the American Society 
for Control of Cancer, as well as by 
the Metropolitan and the Prudential 
life insurance companies, and is em 
braced in several pamphlets. which 
ought to be on file in every insurance 
office for reference. The pamphlet of 
which Mr. Dublin of the Metropolitan 
has sent me 100 copies for use at this 
meeting, has been distributed by that 
company to their policyholders for sev 
eral years. 

This cancer symposium presented to 
day, and so forcibly led by Mr. Hoff 
man’s treatise, will bring the subject 
of cancer control to the attention of all 
insurance Officials, and through insur 
ance publications, to many insurance 
agents. 

Points for Public 

The men and the women of this coun 
try must be made to understand: 

First, that cancer is a disease that 
one person in eight, over forty, dies of; 

Second, that cancer is recognizable in 
an early, or precancerous, stage; 

Third, that ignorance of the early 
signs is very dangerous and often fatal; 
recognized early 
treatment at 
large 


Fourth, that cancer 
and given prompt radical 
competent hands, is curable in a 
proportion of cases; 

Fifth, that quack, patent, nonsurgical 
treatment of cancer is responsible for 
the loss of many lives annually; 

Sixth, that ignorance of the early 
signs, and of the necessity for prompt 
action, is a large element in the pres 
ent mortality from cancer. 

These represent the cardinal points, 
elaborated and emphasized in the 
tracts, papers, lectures, newspaper ar- 
ticles, etc., which are opening the way 


for a systematic effort in cancer con 
trol, similar to the one which has ac 
complished such large results during 


the past two decades in the control of 
the white plague. 


THE 
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Metropolitan Life Insurance Company 


Home Office Building 


METROPOLITAN LIFE 


Insurance Company 


ited by the State of New York) 


Of the People 


The Company By the People 
For the People 


(Incorpor 


The Daily Average of the Company's 
Business during 1915 was: 

639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived 
New 


and 


Insurance 
Revived 


$1,956,438 per day in 
Issued, Increased 


$326,616.59 per day in Payments to 
Policyholders and Addition to Re 
serve. 
$146,602.49 per Increase of 
Assets 


day in 


JOHN R. HEGEMAN, President 








OLDES!1 


Southern Life 


Asset 
Liabilities 
Capital and 
Insurance in Force... 
Payments to Policyholders 


since 





Organization 


GOOD TERRITORY FO 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


LARGES! 
Insurance 


- STRONGES!1 
Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 





rebeuseesereseee o @ 
LIVE AGENTS 


1,350,000.00 annually 








W.D. Wyman, President 


New policies with modern provisions 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine, 1851 


Attractive literature 


W.S. Weld, Supt. of Agencies 











SPECIAL AGENCY OPENINGS 


FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF 


LIFE INSURANCE POLICIES 





ELECT De 

CC. C. De Rouville, of the 
tual, was elected president; E. B 
tine, Home Life, EK. L, Post, Pruden 
tial, vice-presidents; George L. Buck, 
Provident L. & T., and E 
l.. Marsters, Connecticut General, treas 
urer of the Capital District Life Under 


ROUVILLE PRESIDENT 


Penn Mu 
Can 


secretary; 


writers’ Association at a meeting in 
Albany a few nights ago William E 
Bilheimer, Equitable Life Assurance 
Society, St. Louis, made the leading 


address More than fifty attended 

The convention of the leaders of the 
Fidelity Mutual Life, Philadelphia, will 
be held in that city on June 21, 22, 23, 
24. 25 and 26. 








Live OPPORTUNITIES are OPEN 
for AGENTS who CAN DELIVER 


Men capable not only of writing 
collecting the 
premiums, are always welcome to 
and 
geously placed. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Tl. 


applications but of 


our forces can be advanta- 
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SOUTH CAROLINA 


More than any other business is fire 
insurance at the mercy of the fancy, 
mood or displeasure of one man or a 
set of men. Whether he be a politician 
or an honest but misguided reformer 
one individual in this country can play 
the devil not only with fire insurance 
but with credits and business generally. 
It is the tremendous power that comes 
only in a republic. Public men have 
seen a great light about the railroads, 
which are now being allowed to operate 
intelligently and safely, but officials in 
various States seem to think it is per- 
fectly safe to kick the football of insur- 
ance about. When the kicking becomes 
too violent or unreasonabie, as seems 
to be imminent on the South Carolina 
gridiron, no other alternative consist- 
ent with self-respect is possible than 
the contemplated action by the compa- 
nies in South Carolina. The _ right- 
thinking people of the State should not 
and do not expect business to be trans- 
acted at a loss, nor should they deny 
the right of use to machinery which 
would prevent such a loss. 





THAN § $93,500,000,000 
ANCE IN THIS STATE 

The report to the legislature of the 
1915 activities of the New York Insur- 
ance Department is not only of partic- 
ular interest to life insurance men 
throughout the country because of the 
recommendations made regarding 
amendments regulating expenses and 
surplus limitation, but because of the 
figures showing assets, premium in- 
come and insurance in force of all 
companies transacting business in the 
State. The figures, which are only 
up to January 1, 1915, are interesting 
from the standpoint of comparison. 

There are twelve domestic and 
twenty-three iife insurance companies 
of other States transacting business, 
with total assets of $4,637,837,514; with 
total premium income of $634, 160,226; 
with insurance in force of $18,777,556,- 
39. 

There is a total of 241 fire insurance 
companies operating in the State, 
whose total assets on January 1, 1915, 
amounted to $694,213,078; whose total 
premium income was  $355,592,244; 
whose insurance in force was $60,814,- 
284,219. There were seventy-four fra- 
ternal companies with $146,350,015 as- 
sets, with total premium income of 


MORE INSUR- 


$79,423,797; with insurance in force of 
$6,388,925,635. 

There were 
companies, with $186,286,270 
with $139,072,.643 total premium _in- 
come; with $5,691,465,788 insurance in 
(fidelity and surety risks only). 

Lioyds and inter-insurers numbered 
seventeen; with assets of $146,350,016; 
with total premium income of $3,742,- 
203, and insurance in force of $461,323,- 
a4. 

‘After giving figures of 
life and accident, town and county co- 
operative, live stock and title insur- 
ance, Superintendent Phillips totals the 
figures on January 1, 1915, as follows: 
number of companies, 687; assets, $5,- 
$15,393,057; total premium income, $1,- 
259,176,081; insurance in force, $93,- 
551,622,364. 

Superintendent Phillips’ 
dations in the matter of 
were taken after 
and much consultation with various in- 
insurance is 


casualty 
assets; 


seventy-nine 


force 


assessment 


recommen- 
legislation 
serious deliberation 
and so far as life 
concerned will 
fect of stopping the agitation over the 
which 


tcrests 
probably have the ef- 


so-called special policies, have 
been fought by the associations of life 
underwriters composed of general and 
other agents. 

It is interesting to note that the re- 
reference to 
slight 
quence. No made of the 
situation, that the 
present rating laws are giving satisfac 
tion. In fact, in fire insurance from a 
departmental 


commendations made in 


fire insurance are of conse- 
mention is 
rate which means 


standpoint everything is 
serene. 

In compensation insurance the Super- 
intendent change in the 
New York system of rate making, as 
He urges 
ainendments to the law which will com- 
pel membership in a rating association 
conducted under rules regulations 
»? the Insurance Department. 
discusses the difficulties which 
arisen in connection with computing 
less reserves on liability and compen- 


advocates a 
has already been forecasted. 
and 


He also 
have 


sition insurance, and to the efforts 
vhich have been made to arrive at a 
more satisfactory method of making 


such computations. 

All in all the report 
sirance conditions of all kinds in 
York State are such 
greatest possible measure 
tien to the policyholders in the State, 
companies being strong and ably ad- 
m'nistered, the public safeguarded in 
while itself is 
more popular and universal than it has 
ever been, 


that in- 
New 


give the 


shows 


as to 
of satisfac- 


every jay, insurance 


CONTROL OF CANCER 

Papers read by Dr. Frederick L. Hoff- 
man, Statistician of the Prudential; by 
Dr. Henry Wireman Cook, vice-presi- 
dent of the Northwestern National 
Life, and president of the Minnesota 
Public Health Association, and others 
at Birmingham this week during the 
session of the American Life Conven- 
tion, emphasize the importance of the 
spreading of information looking to the 
control of cancer. Dr. Cook in partic- 


war empasizes the value that agents 
can and should exert in co-operating 
aiong lines of public health. Every 


company, general agent and agent can 
some good suggestions 


find in his 








The Human Side of Insurance 


























T. LOUIS HANSEN 





T. Louis Hansen, superintendent of 
agencies of the Germania Life, has com- 
pleted his twentieth year of service 
with that company. One of the leading 
managers has asked President Cillis to 
designate March as Hansen Month in 
oider that the field force may have an 
opportunity to evidence their esteem of 
him. In a letter to field men Mr. Cillis 
says: “You know Mr. Hansen to be 
keenly alive to the needs of the field- 
men and to stand ready at all times to 
co-operate with them to the fullest pos- 
sible extent. It seems, therefore, most 
fitting to act on the aforesaid sugges- 
tion, and in view of Mr. Hansen’s popu- 


lerity among our fieldmen, our’ con- 
siantly improving agency organization 
and the unusually favorable business 


conditions, all of which are reflected in 
a record production for February which 
promises to equal January’s production 
of over $2,000,000 in business submitted, 
I think it should be possible for us to 
secure new business of $3,500,000 in 
Mr. Hansen’s honor,” 
* + * 


W. R. Prescott, of Atlanta, who has 
been appointed general agent of the 
Southern department of the Hartford 


‘Fire to succeed the firm of Egleston & 


Prescott, has been an active and popu- 
lar figure in Southeastern underwriting 
circles for a great many years. He had 
ten years of experience in various de- 
paurtmental offices in Atlanta before he 
became special agent of the Hartford 
in 1889. In 1894 he became assistant 
general agent of the Southern depart- 
ment of the Queen under S. Y. Tupper 
where he continued for twelve years. 
He became associate general agent of 
the Hartford with Mr. Egleston in 1906. 
Mr. Prescott is an unusually skillful 
underwriter of the best type and is held 
in affectionate regard by hundreds of 
agents, Albert B. Clower has been 
made superintendent of agencies of the 
W. R. Prescott General Agency. 
* * * 

Ernest B. Boyd, United States man- 
ager of the Yorkshire, is taking a short 
vacation at a fishing camp in the Flor 
ida Keys. 


paper for helping to control this great 
The way to do it is 
to join in the movement to instruct the 
public regarding every op- 
portunity. It is a subject that is en- 
gaging the most serious consideration 
of many companies now as well as pub- 
lic health agencies, and it is one of the 
most important problems confronting 
America, 


national menace. 


cancer at 


J. J. Windle, one of the best known 
adjusters in the country, has opened 
an office in New York City at 60 Wall 
Street. Mr. Windle made an address 
to the Insurance Society of New York 
(recorded in another column), on Wed. 
nesday in preparing which he wished 
to consult certain statistics. In trang. 
porting his books, records, etc., from 
the South, however, the greater por. 
tion of them were held up on the pier 
and Mr. Windle was compelled to wait 
until the last moment to complete his 
paper because of his inability te get 
hold of his records. 

7” * * 

Fred H. Sherman, superintendent of 
agencies of the Sun Insurance Office, 
is back at his desk after having spent 
some time in the South, where he went 
with reference to the planting of agen. 
cies of the Patriotic Assurance (Com. 


peuny, which will soon be admitted to 
Southeastern States. Mr. Sherman left 
New York on February 4, and while 


away visited Charlotte, Atlanta, Mobile 
and Jacksonville. Mr. Sherman was 
strongly impressed by the greatly im- 
proved conditions in the South. 

* * 


E. H. Plummer, of Philadelphia, 
member of the executive committee of 
the National Association of Life Un. 
derwriters, has been in the life insur. 
ance business for forty-three years. His 
advice is to go with one company and 
stick by it. He began his insurance 
career as a boy after leaving high 
school. His Company is the Berkshire 

* * * 


Darwin P. Kingsley, president of the 
New York Life, was interviewed in the 
New York Sunday Times to the extent 
of a page, the subject of the interview 
being Safety First, in which movement 
Mr, Kingsley is a leader. 





MILLION FOR COSDEN 


Advices from Baltimore are 
to the effect that Joshua S. Cos- 
den, head of the Cosden Gas & 
Oil Co., of that city, has insured 
for a million. It is said he made 
a fortune in the oil fields of Ok- 
lahoma in a few years. His 
great success in a short time 
has been the subject of a great 
deal of complimentary publicity. 











T. B. MERRILL DEAD 


Thurlow B. Merrill, Western superin- 
tendent of agencies of the Aetna Life, 
and who entered the insurance busi- 
ness in 1865, died in Chicago last week. 


RECEIVER FOR ROYAL LIFE 


A receiver was appointed for the 
Royal Life of Chicago on Monday, fol- 
lowing an examination by the Illinois 
Insurance Department. Mr. Clover, for 
mer president of thfs company, Was 
an unique figure in life insurance. 
When president he also solicited life 
insurance. 


TO VOTE ON INVESTMENT LAW 


Dallas, Texas, Feb. 28.—Proponents of 
keeping the Robertson Compulsory In- 
vestment law intact are seeking to ge 
it before a vote of the people. At 4 
conference here called by State Sena 
tor J. C. MeNealus the form of ques 
tion was decided upon. Before the 
question however may be placed on the 
ballot a petition requesting this will 
have to be signed by 4,000 qualified 
voters. The question as it will appear 
cn the ballot is: 

“For retaining the compulsory invest: 
ment feature of the Robertson life It 
surance law. : 

“Against retaining the compulsory 
investment feature of the Robertson 
life insurance law.” 
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IMPORTANT AUTO CHANGE 


GAUVIN AG’CY GETS CONTINENTAL 


Appointed Metropolitan Managers of 
Automobile Department—Now Have 
Big Facilities 
The Gauvin Agency, Inc., was ap- 
pointed metropolitan manager of the 
automobile department of the Conti- 
nental Insurance Company this week 
with offices on the ground floor of 80 


Maiden Lane. The Continental has 
¢jscontinued its local automobile de- 
partment. The Gauvin Agency Inc. is 


composed of the following officers: 

Eugene Gauvin, president; Harry A. 
Markus, vice-president; D’Arcy T. Ken- 
nedy, vice-president; Arling Hanson, 
treasurer, and Walter T. Fitzgerald, 
secretary. 

The acquisition of the Continental by 
the Gauvin Agency enables it to offer 
to brokers complete automobile fire, 
liability, collision and property dam- 
age coverage backed by $42,000,000 of 
assets. 

Mr. Gauvin has been in the casualty 
insurance business for many years. He 
was formerly connected with the Ocean 
Accident, General Accident and London 
Guarantee & Accident insurance com- 
panies in various capacities. 

The policy of the Gauvin agency is 
to deal exclusively with brokers. It 
has no special agents in its employ 
nor has the agency a direct line upon 


iis books. This insures unqualified 
protection to brokers in the handling 
of their business. 

Among other things, the Gauvin 


agency originated the plan of specifying 
the meaning of the word “Service.” It 
sent out blotters some time ago adver- 
tising that the Gauvin Agency Ine. 
would receive an order over the tele- 
phone, send a binder to the broker’s 
office within fifteen minutes and the 
policy within an hour, if so desired. 
This plan was immediately adopted by 
other casualty companies and agencies. 


NORD-DEUTSCH’S AUTO CHANGE 


F. Hermann & Co. to be United States 
Managers of Automobile as Well 
as Marine Branch 

_The Nord-Deutsch has transferred its 
United States Automobile business to 
the office of F. Hermann & Co., who 
heve been United States Managers of 
Le marine department of the company 
for some time. The change takes ef- 
lect as of March 1. 

KROUSE & CO. APPOINTMENT 
Clarence A. Krouse & Co. have been 
appointed the Philadelphia agents of 
a Michigan Commercial Insurance 
ompany, as of March 1. They have 
4ls0 been appointed to write in the 
Eastern district of Pennsylvania and 
‘4€ southern portion of New Jersey. 


TO WRITE AUTOMOBILE 


The First National of Washington is 
le latest company to decide to write 
automobile insurance. This Company 
a ne steadily, its expenses 
Gece down, and its underwriting 

&§ good results. 





Fe Mill Owners’ Mutual of Iowa re- 
a $3,135 in premiums in New Jer- 
“Y last year and had $7,401 net losses. 
ee 





POSITION WANTED 


By capable fire insurance man as special 
agent or assistant to state agent. 18 
years’ experience. 
Address J, 
Writer, 


First class references. 
care of The Eastern Under- 
105 William Street, New York. 














MARINE BUSINESS IN 
NEW YORK STATE 1915 


Premiums Losses 

Received Incurred 
MNS © ivi wie bare $1,597,954 $572,154 
Alliance a 33,004 19,337 
American, N. J.. 11,807 8,866 
Assurance Co. Am, 58,910 20,532 
Automobile, Ct... 174,289 74,848 
SO ewe ncaoes 839,540 614,878 
Continental ..... 25,846 11,800 
Federal Union 5,415 1,700 
Fireman’s Fund 1,148,581 870,505 
German-Am. N. Y. 41,470 12,379 
Glens Falls ..... 41,026 25,402 
Globe & Rutgers. 181,029 110,481 
Hartford 111,570 64,586 
eee 680,370 450,218 
Ins. Co. N. A., Pa. 1,540,352 726,343 
Ins. Co. State Pa. 83,492 49,037 
Massachusetts 165,066 96,227 
Michigan Com. .. 171 5 
National, Conn. 62,281 8,530 
Nat. Ben. Franklin 12,466 11,405 
Newark 20,380 8,770 
po Pee 25,676 15,906 
Northwestern Nat. 9,413 6,036 
Old Colony 106,272 70,261 
ere 24 876 73 
Prov. Wash., R. I’ 947,400 745,632 
eee 411,080 245,438 
S. Paul F & M. 959,565 350,598 
Stuyvesant ...... 138,188 79,907 
Williamsburg City 22,449 8,284 


ARLINGTON MAY RE-INSURE 


Special Meeting to Consider Proposi- 
tion—Sells Building to Riggs Nat- 
ional Bank 


A proposal by a strong domestic in- 
surance company to purchase the stock 
of the Arlington Washington 
and take over the business will be sub- 


Fire of 


mitted to the stockholders at a special 
meeting. 

The annual meeting last week was 
given over to a ratification of the ac- 
tion of the directors in selling the Ar- 
liigton Building to the Riggs National 
Bank. As previously announced, the 
sale price was $120,000. The building 
wll be used by the bank for increased 


office facilities and a large director’s 
room. 

The retiring board was_ re-elected, 
ard the stockholders informed that a 


special meeting would be called to con- 
sider the proposal to sell and liquidate, 
Aithough the offer to purchase the 
steck proposes to take over the com- 
pany at something under book value, 
as opposed to liquidation, acceptance 
of the offer would seem to be good 
business, as liquidation would consume 
five years, or until the newest policy 
had expired. 


FRANKLIN APPOINTS KENZEL 
Will Write in Metropolitan Territory 
From March 1—Agency Now Has 
Eight Companies 


The Franklin Fire of Philadelphia 
.as appointed the William H. Kenzel 
Co., of 23 Liberty Street, New York 


City, 
pany. The appointment 
fect Wednesday and 
write on the 


agents of the com- 
into ef- 
Ken- 
line 
York 


metropolitan 
went 
enables the 
shore 


New 


"el agency to 
of Brooklyn as 
City proper. 

The William H. Kenzei Co. now re- 
present the Equitable Fire & Marine 
ef Providence, Imperial of New York, 
Granite State Fire of Portsmouth, Com- 
meree of Albany, Pittsburg Fire of 
Pittsburg, Columbian National Fire of 
Detroit, Cleveland National Fire of 
Cleveland, and Franklin Fire of Phila- 
de!phia. 


well as in 














Agents’ Balances 
Interest Accrued 


TOTAL ASSETS 


Capital 
Surplus 


EDW. T. CAMPBELL... . President 
W. A. BLODGETT... Vice-Pres:dent 








ORGANIZED 1853 


AMERICAN CENTRAL 
INSURANCE COMPANY 


St. Louis, Missouri 


Statement December 31, 1915 


ASSETS 
Stocks and Bonds (Market Value)..........$3,392,726.67 
Loans on Bond and Mortgage............... 25,000.00 
PRP rere 1.500.00 


inéeeedaneeiaens $4,090,142.00 
Unadmitted Assets; Excess Special Deposit. . . 


ADMITTED ASSETS ...............¢. $4,076,388.30 
LIABILITIES 
Reserve for Unearned Premiums...........$1,760,191.18 


Reserve for Outstanding Losses 
Reserve for all other Liabilities............. 


SURPLUS TO POLICY HOLDERS...... 


279,979.39 
348,666.51 
39,269.43 


13,753.70 


240,673.41 
38,217.51 


-$1,000,000.00 
» 1,037,306.20 


2,037,306.20 
$4,076,388.20 


B. G. CHAPMAN, Jr.... .Secretary 
CONRAD ROEDER. Asst. Secretary 











———— 





TWO YORKSHIRE PROMOTIONS 
Careers of Harry F. Wanvig, Branch 
Secretary and Frank B. Martin, 


Superintendent of Agencies 


Harry F. Wanvig, of Chicago, has 
been appointed branch secretary of the 
Yorkshire Insurance Company,  Ltd., 
and Frank B. Martin, of New York, has 
been appointed superintendent of agen 
cies. Both of them are insurance men 
of wide experience and capabilities. 

Mr. Wanvig began his career in Chi 


cago with a rating organization and 
later went to Butte, Mont., where he 
was manager of the Montana branch 


Coast Adjustment Bu 
reau. He did good work. Several 
years ago he went with the Yorkshire 
as executive special agent in the Mid 
dle West, with headquarters in Chi 


of the Pacific 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 
78,171.37 


Assets 


Capital 


Surplus 


special 


cago. His future headquarters will be 
in New York. 

Although a young man Mr. Martin 
has been in the fire insurance business 
seventeen years. His first position was 
with the Hanover in a clerical capacity. 
He next went with the Newman & Me 
Bain general agency as special agent in 
Kastern New York. Later he was with 
the Norwich Union as examiner in the 
New England field He came to the 
Yorkshire four years ago, occupying 
several important positions, including 
agent for Eastern States and 
head of the home office staff He is 
regarded in the field as an unusually 
able insurance man. 


ENTERS WEST VIRGINIA 


The Inter-State Fire, of Detroit, has 
entered West Virginia, as has the 
Faigle Fire, of Newark. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Ine, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


Assets 

Reserve 
Capital 
Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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a 
CONCENTRATION IN HERKIMER last week, was a resident of Rochester ——. 
for nearly forty years. Known all 
; over the country in fire’ insurance 
FOUR LARGE AGENCIES LEFT Gircles he was reputed to be the last ““ Ghe largest fire insurance company in America” 


Earl & Gloo Buy Out E. B. Mitchell— 
Henderson, DuBois & Carter 
Oldest Agency 


The insurance business is being con- 
solidated in Herkimer, N. Y. 

In November ltast, Henderson, DuBois 
& Carter, the oldest agency in that city, 
purchased the agency of C. W. Metzger. 
The Metzger agency represented the 
Hanover, Insurance Company of North 
America, Colonial Underwriters, Pala 
tine, Caledonian, Newark, and -Buffalo 
German, and these, added to the six 
teen companies already in the office of 
Henderson, DuBois & Carter, make it 
one of the strongest offices in that sec 
tion of the State. Mr. Carter is the 
active man in this office and accom- 
ponied the Aetna excursionists to Cali 
fornia last October. Mr. Henderson is 
with the Travelers Insurance Co, and 
Mr. DuBois is retired. 


Has Forty Companies 

About the middle of February the FE, 
3B. Mitchell fire insurance agency sold 
out to Earl & Gloo, which gives this 
agency nearly forty fire companies and 
places it in the ranks of the larger offi- 
ces in central New York. Robert Earl, 
ot this firm, is president of the Herki- 
mer National Bank and devotes most of 
his time to the banking business, while 
Mr. Gloo is in active charge of the in 
surance agency. 

This reduces the number of exclusive 
agencies in Herkimer to four, namely, 
Hlenderson, DuBois & Carter, Earl & 
Gloo, C. B. Root and M. E. Murphy, all 
of whom are devoting all their time to 
the business. Prescott & Henderson do 
seme insurance business in connection 
with their law work. 


JOHN MARR’S BEST STORY 


Told of Oddest Fire Extinguisher in 
History—A Collector of Rare 
Stamps 
John Marr, the oldest fire insurance 
adjuster in the United States, whose 
funeral was held in Cleveland, Ohio, 
last week, and whose death was re- 
ported in The Eastern Underwriter 


survivor of insurance men who settled 
claims in the great Chicago conflagra- 
tion of 1871. 


Mr. Marr’s death was due to pneu- 


monia, He was ninety-three years of 


age. 

John Marr left Rochester for Cleve- 
land about nine years ago when he 
severed his connection with the Phoe- 
nix of London, which company he had 


served since 1880 as special agent in 
New York State. For years he was 
essociated with Robert S. Paviour 
from whose office he adjusted New 
York State losses. He was well ac- 


quainted .in all sections of Western 
New York. In that territory he paid 
millions in fire insurance claims for 
his company which carried him on the 
payroll until the end, 

Before joining the staff of the 
Phoenix John Marr was affiliated with 
the German American, Hartford, and 
the old Manhattan Insurance Company 
of New York. 

Many Rochesterians will recall John 
Marr’s diversions. He was an enthusi- 
astic numismatist. At one time he 
possessed valuable collections of coins, 
postage stamyps, relics and books. He 
often contributed short articles to var- 
ious publications. He knew much of 
the history of our country and_= es- 
pecially of this State. 

His stories of loss adjustments 
were always interesting and often ex- 
tremely humorous. About thirty years 


ago he adjusted a loss on Foster's 
Wine Cellars at Pulteney on Lake 
Keuka. The surrounding buildings 
were saved by 500 gallons of wine 


drawn from vats and used in quench- 
ing the incipient flames. 

Two children survive, 
and John Marr, Jr. 


Charles H. 


J. D. SEARS’ APPOINTMENT 


J. D. Sears, whose offices are at 80 
Maiden Lane, has been appointed agent 
of the Philadelphia Underwriters for 
the New York suburban territory. Mr. 


Sears also represents the National 
Union, of Pittsburgh, in the same ter 
ritory. 


ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 


ALL BRANCHES OF FIRE INSURANCE 


Registered Mail 
Rents 

Sprinkler Leakage 
Tourists’ Baggage 


Automobile 
Commissions 

Hail 
Marine—Inland-Ocean 
Parcel Post Use and Occupancy 
Profits Windstorm 


CONFLAGRATION PROOF 




















THE | 


MERCANTILE 


INSURANCE COMPANY 


OF AMERICA 
76 WILLIAM STREET -- NEW YORK 
E. G. RICHARDS J. F. HASTINGS 


President V ce-Pres. and Sec’y 


Capital - - - $1,000,000 
Surplus to Policyholders over 2,000,000 











BOUGHNER & CO. 
INSURANCE AGENCY 
Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 
38 Clinton Street 95 William Street. 


A. K. 


Fire 








D. V. PROSKEY 


NEW JERSEY FIRE 


INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 














F. H. HAWLEY, Pres. 


ORGANIZED 1848 W. E. HAINES, Secy. 
ge Ohio’s Oldest and Strongest Company 


‘t 
We Net Surplus Over $1,351,482.71 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 















—— 
— 








E. E. WAKEFIELD 


ss’t Manager 








FRED. S. JAMES 


“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 


Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 


United States Managers 
No. 123 WILLIAM STREET 


GEO. W. BLOSSOM 


Cc. B. G. GAILLARD 


NEW YORK CITY Agency Supt. 
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RE-ELECT HERRICK PRESIDENT 


AGAIN HEAD OF NIAGARA 
Funeral of Charles H. Coffin Held in 
Batesville, Ark.—Services 

Here Also 

Harold Herrick, president of the Ni- 
agara Fire during years of its greatest 
prosperity, and who retired a few 
months ago, has been re-elected presi- 
dent of the company. After the death of 
Mr. Coffin he returned as president pro- 
tem, but on Wednesday was re-elected 
president. His knowledge of under- 
writing and financial matters is most 
extensive. 

Funeral services were held at the late 
residence of Charles H. Coffin on 
the upper West Side of New York City, 
and the remains were taken to Bates- 
ville, Ark., where his father and sister 
live, and where the burial took prace. 
The funeral committee appointed by 
the National Board consisted of E. G. 
Richards, A. H. Wray, F. C. Buswell, 
David Rumsey and Henry E. Rees. The 
following committee of the National 
Board to draw up a set of resolutions 
was appointed: George W. Babb, chair- 
man; BE. G. Snow, W. N. Kremer, R. M. 
tissell and C. H. Barry. 

Started as Local Agent 

Mr. Coffin was a native of Tennes- 
see, and came from North of Ireland, 
Irish-Scotch stock. His experience 
during the early years was in local 
agency work in Arkansas, graduating 
into special agency work with Adams 
& Boyle, later becoming State agent of 
the German-American in Texas. After 
extensive experience in the South he 
was called to the home office of the 
German-American in New York where 
he was successively assistant secre- 
tary and vice-president. As a field man 
he was one of the best that the South 
ever saw and the qualities the posses 
sion of which he demonstrated then 
shone brilliantly as a home office ex 
ecutive. In addition to being a student 
of the business, and a big hearted man 
who inspired general affection in his 
associates, he was extremely modest, 
and a few months ago when elected 
vice-president of the Niagara he _ par- 
ticularly requested personal friends on 
the staffs of newspapers not to make a 
splurge about him. 


PHOENIX OF HARTFORD’S GAIN 


The $15,345,365 total cash assets of 
the Phoenix Insurance Company of 
Hartford, as appearing in the com- 
pany’s annual statement as of Decem- 


yer 31, 1915, is an increase over the 
statement of 1914 of $968,156. The 
Phoenix now has a_re-insurance re 
serve of $5,628,337 and a net surplus 
of $6,056,106. The company’s. state- 
ment further shows that it has paid 
in losses since organization $81,617, 
129. The Phoenix is one of the ablest 
managed of the fire insurance compa 
nies, and its underwriting record last 


year was unusually good. 


HAS $4,090,142 ASSETS 


The annual statement of the Amer- 
ican Central of St. Louis, displayed in 


another column, shows the company to 
have total assets of $4,090,142. The 
reserve for unearned premiums is $1, 
760,191 and the surplus to policyhold 
ers $2,037,306. This company was es 
tablished in 1853, and has a _ strong 
following in all parts of the country. 
It is conservatively and carefully man 


aged. 
PRAISES FIRE INSURANCE 
In his report to the Legislature Su 


perintendent Phillips had this to say of 
fire insurance conditions: 

“This important branch of the field 
of insurance, entering as it does so ma 
terially into every household and into 
all business affairs, affording credits 
founded largely on such protection and 
safeguarding the individual from losses 
of whatever severity, is in a most sat 
isfactory condition.” 








BROKERS ACTIVITIES 














Made Partner in Amerman & Patterson 

Joseph R. Moran, for five years with 
R. A. Corroon & Co., resigned his posi 
tion with that firm on Wednesday to 
become a partner in the brokerage 
house of Amerman & Patterson of 24 


State Street, New York City. 
* * & 
U. S. Steel Marine Line 
Read & Co., New York brokers, han 


dle a large portion of the United States 
Steel Corporation marine line. 


CRISIS IN SOUTH CAROLINA 


INSURANCE COMPANIES TO LEAVE 


S. E. U. A. To Withdraw Jurisdiction 
—$292,000,000 Insurance Written 
Last Year in the State 


The passage of the South Carolina 
rate legislation making it impossible 
for fire insurance companies to con 
tinue doing business in South Caro- 
lina unless there is a radical change 
in the present system of operating 
companies brought a number of promi 
nent Southern insurance men to New 
York this week. Developments in the 
situation came quickly. 

It was the sense of a meeting at 


tended by underwriters 
that the 
South Carolina. At a 
executive 
Tariff 
the 


representative 


companies withdraw from 
meeting of the 
the 


Association it 


committee of Southeast- 


ern decided 
that 
Association will 


State, if 


was 
Southeastern Underwriters’ 
withdraw jurisdiction 
from that the bill 
Arbitrary State Review 

It is the opinion of underwriters that 
the South Carolina legislation is about 
as drastic as any enacted heretofore 
in America. It puts arbitrary rate mak 
ing power squarely in the hands of 
Commissioner McMasters through a fi 
nal review; it fines agents for using a 


is signed. 


rate book and also revokes their li 
censes; it calls for affidavits showing 
that a company has not violated the 
faw in twelve months. 


In South Carolina about $292,000,000 
of fire insurance is written each year. 
Of this $170,000,000 is written at S. EF 
U. A. rates. About $45,000 000 is writ 
ten by the Factory Insurance Associa 
tion, about $30,000,000 by foreign mu 
tuals, about $17,000,000 by domestic mu 


tuals, about $30,000,000 by unlicensed 
companies. Of 142 companies licensed 
in the State sixty-one are members of 


the S. E. U. A. 
McMaster’s Side 
In his report to the Legislature Com 
missioner McMasters says in part: 
“Marked differences are to be 
in the Southeastern Underwriters’ As 


seen 


sociation rates and those given by un- 
licensed comvanies. <A few of these 
that have come under the notice of the 
Department are: 

Associa- 


“Southeastern Underwriters’ 


tion rate for 3 years, $1.50; unlicensea 
companies, 90 cents. Southeastern Un- 
derwriters’ Association rate, $2.75: un- 


licensed companies, 
ern Underwriters’ Association 
3 years, $4.63; unlicensed 
$3.00; Southeastern Underwriters’ As- 
sociation rate, $110; unlicensed com- 
panies, 60 cents. Southeastern rate, 60 
cents; unlicensed companies, 30 cents. 
The instances might be multiplied. 
“The variations are too great to be 
founded on good reason. There is 
something radically wrong In rates or 
classifications or practices or methods, 
and, as the laws now stand, the rates, 
the classifications, the practices and 
the methods are entirely in the keeping 


$1.50. Southeast- 
rate for 


companies, 


of the companics.’ 
The loss ratio of the State of South 
Carolina for the last eight years has 


been 64.86. 


PASSAIC’S BAD RECORD 


frequency of 
considerable 


rhe 
causing 


fires in Passaic is 
comment among 


underwriters and is again calling at- 
tention to deficiencies of fire depart 
ment and water supply. The tene 
ment house fire of February 23 caused 


$100,000. A $50,000 loss in 


a loss of 


January resulted from a fire at Main 
Avenue and Washington Place The 


$5,000 loss; 
dwelling added an 


brick turnhall fire caused a 
a frame saloon and 
other $1,500 to the fire record,. while 
in December there was a $10,000 fire 
in a livery stable. A pretty bad show 
ing for three months. 


CAMPBELL DIES IN HARNESS 


John J. Campbell, prominent inde- 
pendent adjuster of Philadelphia, died 
Wednesday night in Albany, N la 
where he adjusting a For 
some years he was identified with his 
father and brother, D. J. and G. N., 
Campbell, local agents of Scranton, Pa. 
About ten years ago he went to Phila 
delphia, becoming a special agent with 
the Jefferson Fire. Six years ago he 
joined William H. Whitehall, independ 
ent adjuster. 


was loss. 





CASH CAPITAL, - - 


GEO. M. LOVEJOY, Vice-President 
THOMAS c¢. TEMPLE, Secretary 
THEO. F. SPEAR, Assistant Secretary 
EDWARD Vv. CHAPLIN, Ass’t Sec’y 





The Phoenix Insurance Co. 
OF HARTFORD, CONN. 


ASSETS 
ee UO REE... |... or, ca coseseudbbis chan eadeesseseeriwial $1,159,742 51 
Cash in hands of Agents and in course of transmission 1,056,754 14 
RY Ee cbs caatscwpeesareceneseunes ucehbadacdnacoatoreuakeuss 12,636,482 89 
Rare cna dau dunt areca ace nocwnien - : ea eee 238,105 90 
NNN on 2 oa lcs obese cadmaessvenguke mmaees 147,780 00 
Accumulated Interest and Rents and other Claims 106,499 72 
po ee ee $15,345,365 16 
LIABILITIES 

re RS tae eR Rey ee rE er mer $3,000,000 00 
Reserve for Outstanding Losses ..............-...ss000- 410,921 57 
NE NNN oa 5 sw enastnath adoeindinu omspiuwlbin onnsises 5,628,337 29 
250,000 00 


SURPLUS TO POLICY-HOLDERS......... $9,056,106.30 


Total Losses Paid since Organization of Company 
$81,617, 


EDWAR” MILLIGAN, President 


GEORGE H. TYSON, General Agent Pacific Department, San Francisco, Cal. 
J. W. TATLEY, Manager Canadian Department, Montreal, Canada 


AGENTS EVERYWHERE 


$3,000,000.00 


6,056,106 30 


$15,345,365 16 


129.19 


JOHN B. KNOX, Secretary 

GEO. C. LONG, Jr., Secretary 
HENRY P. WHITMAN, Ass’t Sec’y 
FRED. C. GUSTETTER, Ass’t Sec’y 





FIRE 


ASSETS 

Real Estate ...... $7 2.945.00 
Sond and Mortgages 76,700.00 

City, Railroad and 

, other Bonds and 
Stocks ' 8,001,498.00 

Cash in Banks and 
Office 643,919.28 


Premiums in Course 
of Collection 
Interest Accrued 


1,269,891.79 
53,391.00 


$10,178,345.13 


LYMAN CANDEE, Vice-President 
J. T. GORDON, Secretary 





GLOBE & RUTGERS 


INSURANCE 


111 WILLIAM STREET, NEW YORK 


JANUARY 1, 


Surplus to Policy Holders, 





E. C. JAMESON, President 

W. H. PAULISON, Secretary 

J. H. MULVEHILL, Assistant Secretary 
W. L. LINDSAY, Assistant Secretary 


COM PANY 


1916 
LIABILITIES 


$400,000.00 


4,760,084.89 


Capitak 
Surplus 


Re-Insuranee 


Reserve 3 


32,023.67 


Losses in Course of 


Adjustment ..... 672,077.00 

Commissions and 
other items 803,659.57 
$10,178,345.13 


$5,169,684.89 
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TO LIST $9,619,700 STOCK 


STOCK EXCHANGE APPLICATION 
Continental's Growth Shown in State- 
ment—Dividends Since Incorpora- 
tion $16,814,356 Cash 





The Continental has made its appli- 
cation for the listing of $9,619,700 par 
value (of an authorized issue of $10,- 
060,000) of its capital stock, consisting 
of 384,744 shares of the par value of 
$25 each, now issued and outstanding 
in the hands of the public, with author- 
i:y to add $380,300 of said stock on offi- 
cial notice of issuance in exchange for 
outstanding certificates of stock of the 
C mtinental of $190 par value, making 
the total amount applied for $10,000,- 
000. %In a circular in reference to the 
application for the listing of the stock 
the Continental says in part: 

Has More Than 10,900 Agents 

“The Company was originally or- 
ginized under the laws of the State of 
New York January 7, 1853, under au- 
thority of Chapter 506 of the laws of 
1849 and the acts amendatory thereof. 
It was re-incorporated October 7, 1910, 
vider authority of the Insurance Law 
of the State of New York. The Com- 
pany, in accordance with the terms of 
iis charter, transacts the business of 
fire insurance and also all other kinds 
of insurance authorized by the laws of 
the State of New York to be done by 
a fire insurance company except the 
business of ocean marine insurance. 
The Company conducts a fire insur- 
ance business throughout the United 
States and Canada, and for this pur- 
pose employs more than 10,900 agents. 

“At the time of the original organi- 
zetion, the capital stock of the Com- 
pany was $500,000, consisting of 5,000 
shares of the par value of $100 each, 


which was sold for cash at par and 

the proceeds applied to the general 

corporate purposes of the Company. 
“On January 2, 1872, the capital 


stock of the Company was increased to 
$1,000,000, consisting of 10,000 shares 
ol the par value of $100 each, which 
was sold for cash at par and the pro- 
ceeds applied to the general corporate 
purposes of the Company. 

“At the time of re-incorporation, 
viz: October 7, 1910, the capital stock 
was further increased to $2,000,000, 
consisting of 20,000 shares of the par 
value of $100 each, which increased 
capital viz: $1,000,000 was issued as a 
stock dividend. By resolution of the 
directors of November 18, 1915, and 
resolution of the stockholders Decem- 
Ler 27, 1915, the capital stock was fur- 
ther increased to $10,000,000, consist- 
ing of 100,000 shares of the par value 
ef $100 each. By resolution of the 
stockholders of January 8, 1916, the 
par value of the stock was reduced to 
$25 per share. 


NEW COMPANY IN LONDON 


The Overseas Marine’ Insurance 
Company, Limited, was registered on 
25th January, as a private company, 


with a capital of £100,000 in shares of 
£1 each, to carry on in the United 
Kingdom, or in any other part of the 
world, insurance’ and re-insurance 
against loss or damage of any descrip- 


tion directly or indirectly caused at 
sea, whether through the act of sub- 
jects of a State at war with his 


Majesty’s Government, or by accident 
or otherwise; and every kind of insur- 


ance and re-insurance business other 
than assurance business as defined in 


Section 1 of the Assurance Companies 
Act, 1909. Subscribers to the memo- 
randum of association—in whom is 
vested the right to determine the 
names of the first directors—D. Joc- 
helman, 9, Bishopsgate, E.C., Insurance 
Manager, and A. Diamantidi, Kasans- 
kaia 1, Petrograd, Insurance Manager. 
Registered office, 9, Bishopsgate, Lon- 
don, E.C. Solicitor, W. G. Elsmore, 62, 
Cheapside, E.C. 


Stock Dividend Distribution 
“$7,000,000 par value of such increase 
was distributed on January 10, 1916, 
as. a stock dividend payable out of sur- 
flus to stockholders of record Decem- 
ber 23, 1915. $1,000,000 par value of 
such increase was offered for subscrip- 


tien to stockholders of record on De- 
cember 23, 1915 (pursuant to resolu- 
tion of the board of directors of No- 


vember 18, 1915), at par ratably and in 
the proportion of two shares of $25 
par value each of new stock for each 
share of the outstanding capital stock 
cf the Company. All of said $1,000,000 
par value of increase has been sub- 
scribed for and paid in in full in cash. 
“The Insurance Law of the State of 
New York has been complied with, and 
the Superintendent of Insurance has 
approved the increase of capital to 
$10,000,000 and the change in par value 
to $25 per share. 
Large Increases in Assets and Surplus 
“In the last twenty-seven years the 
gross assets of the Company have in- 
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* The Leading lire Insurance Company 
in America” 
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President 


WM. B, CLARK, 
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ARTNA INSURANCE COMPANY 
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Aetna Fire Underwriters Agency 


of Aetna Insurance Co. 


Application For Agencies Invited 





GETS PHILA. UNDERWRITERS 
Members of Firm of John J, Gillen & 
Co., Newark, Have Many 
Connections 


John J. Gillen & Co., insurance agents 


‘ s and brokers, of 207 Market street, 
Tease . » Ad *¢ vale _ pe 
oe eg hag gma ‘se Decem Newark, have been ‘appointed agents 
er ol, k 553, to $30,889,091.16 on De- for the Philadelphia Underwriters, suc- 
cember 31, 1915. é sep egg ee 
“in the past twenty-seyv —e ceeding Feist & Feist. 
ret . tone gage th “ ae ven ee “ia <i The John J. Gillen & Co. is composed 
set Ss Ss e é / as : : of sett 
— il vompany fas M- of John J. Gillen and Joseph A, Ward, 
creased from $1,226,691.66 on Decem- os : dinarily 
ber 31, 1888, to $17,650,012.08 D the business having ordinarily been 
cember 31. 1915 niahiteaes hiaiian ” © started in 1913 under the name of 
a eee , Ward-Gillen Co. More recently the 
The increase in capital and pay- a , 
as . % name was changed to present style. 
ment of stock dividend above referred a ; : : : 
. pa . : John J. Gillen is well known in New- 
tc and effective January 10, 1916, gives ried SR han ’ 
' mine : cece colt iam ark real estate and insurance circles, 
'c the Company total assets of $31,889,- elena iatmalie steed basieess ih 
091.16, with a capital of $10,000,000, “*‘ oes ee Se ie 
: $10, niet the late nineties. fogether with his 


and a net surplus of $10,462,343.55. 
“Dividends upon the capital stock of 
the Company have been paid from 
January 5, 1911, to the present time 
semi-annually at the rate of fifty per 





Charles P. 
Gillen Co.,, 
operators, 


Board of Works Commissioner 
Gillen, they organized the 
Inc., real estate brokers and 
which business Mr. Gillen 


brother, 


cent. per annum. still conducts. He is president of the 

“The total dividends paid since in Hialeyon Building & Loan Association 
c . « . a g 2 

ise : an irector of the Surety Building & 

corporation are as follows: In cash, te “— oe - Aster pe ae 

$16,814,356.56; in stock, $8,000,000 ee ee Drailinoen ie gedoneei. 

“., sg : " ‘ $8, i of the Municipal Investment Company 

1€ ompany owns i¢ lollowing real estate » . Tocaw ] , > ore r ‘ . 
Office building, Nos. 44-48 Cedar street, Bor and the Essex County Realty Co. of 
ough of Manhattan, City of New York; office Newark. 

L , : . 
building, No. gz Cedar street, Borough of Man Joseph A. Ward has been engaged in 
hattan, City of New York; office building, the real estate and insurance broker- 
southwest morner Court and Montague streets, ane seeps sb : ‘ 

Sorough of Brooklyn, City of New York; office age business for a number of years. 
et 158 Montague “a aa thee ng He received his early schooling in the 
rooklyn, ity ol NeW OrKk; yuptding, JNO. . . - A j wa j > ice q » 
2% Broadway, Williamsburgh, Borough — of insurance business in the office of the 
trooklyn, City of New York. lete J. Wilson Smyth, one of the pio 

Phe ge vragen ae real property is valued neers in the business, and continued 
as of ecember 31, 1915, at $1,170,000 ap 7 . a 7 my ‘ r 

The following is a deseription of the personal later in the ? mploy of John K. May = 
property owned by the company: Mr. Ward is president of the Municipal 
— pag seo Hr ae $25,732,639.c0 Investment Company and secretary of 
oans on yOTLE ane mortgage " 2, 00 . « » Pani ; y z ¢ sc »j- 
ele labs eg gah. ga canna the Halcyon Building & Loan Associ 
Interest, div. and rents accrued... 219,833.56 at:on. 

Cash on rage et in sae... .s 2, 384,518.84 John J, Gillen & Co. conducts busi- 
Subseription paid in cash........... ¥1,000,000.00 : fr 710-7 -719 : aV ilding 

*Includes excess deposit of $29,933.31 in Can- @&SS from 710-711-712 Ordway building, 
ida. tAll items are as of December 31, 1915, 
except as of January 11, 1916 

The income account of the Company for the 
year ending December 31, 1915, is as follows: 
Income: 

Premiums pivienbeie CADSR epepaReKaaeeet 
interest, dividends, rents. .....ossccccecececces 
Other income: 
Profit on sales of stocks and bonds......... 
Increase by adjustment in book value of 
REIN ES IIIs 6-0.5'6 o0un00scbbsaaeneneraties 

MN SOUR CS news G mt totieris te ea wenina cee 
Disbursements: 

Losses paid CHEE Eee w ee emer ew eeeeeesereeeeeeers 


Expe nses 
Other disbursements: 


book-value of 
honds 


adjustment in 
and 


Decrease by 
real estate, 
Other disbursements 


stocks 


Net income 
The last balance sheet of the Company is 


SIXTY-THIRD ANNUAL STATEMENT 
JANUARY 1, 1916. 


ASSETS. 
Bonde: ad stOcks....ccsweresricces *$25,732,630.00 
DE MEE eis ucdn see ieaderas cetuee 1,170,000.00 
Loans on bond and mortgage...... 2,700.00 


Premiums in course of collection.. 
Interest, div. and rents acerued.. 
Cash on deposit and in office...... 
Subscription paid in cash.......... 


1,379,399.70 
219,833.56 
2,384,518.84 


+ 
1 1,000,000,00 


Se ee ee ee T$31 889,001.16 
LIABILITIES. 


premiums 
process of 
SDS cncekacakvancdutves 
contingencies eececccees 
dividend payable Jan 


Total 


1$10,000,000,00 
adjustment... 525,857.15 
300,890.46 


100,000.00 


Unearned 
Losses in 
All’ other 
Reserve for 
Reserve for 
uary 3, 
‘Capital 
tNet- surplus 


500,000.00 





tPolicyholders 


and in addition to the Philadelphia 
Urderwriters, also represents the Pitts- 
burgh Fire. 











R2 
12,045,441.76 
4 013.5 
° 4'4,14 
1,000,006 
49,461.00 
48,054.00 
42,420.17 
1,139,9 17 
slows 


= 


John C. Paige Co. 
INSURANCE 


65 Kilby St. Boston, . Mass, 
































(ee | 
FIRE INSURANCE Co. 


1.252.267 08 
1.257,.056.25 
1.322.976 a 
1406.66! 54. 
~1.510.064.23 _ 
1.578.330. 82 
654,504.68) 
1,700,761 60 








4,069,140 67 
4.310.636 19 zs 
4 500.404 12 
4.661 149 6! 
5.196 ,.017.46 
5,553.270.70 
5.725.609 34 
~_ 6,097, 887.20 
___6,250,526.89 | 1,703,433 67 

6,350,079.09 1,725.713.78 


TOTAL LIABILITIES $3,149,365.31 
POLICY HOLDERS SURPLUS $3, 200,713.78 


























For The Protection Of Its 
Policy Holders 


THE HANOVER 


FIRE INSURANCE COMPANY 


HAS A 
oo rr $1 000,000.00 
ED dvacicaxtabccnsdenisudie 4,585,075-59 
Cash Surplus to Policy Holders 1,706,316.03 


The real strength of an insurance com- 
pany is in the conservatism of its manage- 
ment, and the management of THE HAN- 
OVER is an absolute assurance of the 
security of its policy. 

R. EMORY WARFIELD President 
JOSEPH McCORD ..Vice-Pres. & Secy 
WILLIAM MORRISON ...... Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 











as 





First National Fire 


ASSETS 

Real Estate (Equity)............. $ 254,500.00 
PeOtignee LORNE. sc5ciccccccvescice 235,600.00 
Bonds (Market Value)............ 972,966.29 
Cash in Banks and Office.......: 38,387.53 
Agente’ Balances: <iisiccsccraccsvas 81,266.65 
Interest and Rents Due and 

Es idiscpersiedacstcvinee 27,215.03 
| 4,692.31 

MUGOE i Gusavecancussmabeaciviecs $1,614,627.81 


ROBERT J. WYNNE, Pres. 
New York City Agent 
WM. SOHMER, 75 William St. 
New York City 





' +31,889,091.16 


of the United States Statement of Condition Dec. 31, 1914 Washington, D. C. 


Insurance Company 


LIABILITIES 
Outstanding Fire 
Unearned Premium 
Accrued Charges on 
All other Liahilities........ 
Capital Stock Fully Paid $87 





Capital Stock Partially 
2 arr 22,260.70 
MENGGOH .issssvecasarceees 404,407.62 
Surplus to Policyholders.......+++ $1,303,943-52 
plist rites= 
NN odes ivniusin cessenontel $1,614,62781 


JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent 


FRANK ECKEL BECKER, 153 Remsen St 
Brooklyn, N. Y. 
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40 YEARS’ JERSEY EXPERIENCE 


LEGISLATURE 





GIVEN 
19022 Worst Year; 1881 Best—Total 
Loss Ratio of Companies, 

49.64 


FIGURES 


In response to an Assembly resolu- 
tion, Commissioner of Banking and In- 
surance La Monte has sent to the As- 
sembly the experience of the compa- 
nies in New Jersey for forty years. 

Since 1876 (that year included) up to 
the end of the year 1915, the premiums 
received amounted to $207,984,613 ana 
the losses paid amounted to $103,255,- 
032, or 49.64 per cent. The 1915 returns 
do not include those from three com- 
panies which have not yet been receiv- 
ed by the department. 

The best year for the companies was 
1881, when they had io pay in losses 
only 30.90 per cent, of the $1,856,647 
they received in premiums. The worst 
year forethe companies was 1902, when 
their losses exceeded the premiums by 
1285 per cent. This was the year of 
the conflagration in Paterson. That 
year the companies received premiums 
of $6,071,021 and paid out $6,851,233. 
The closest approach to this maximum 
loss occurred in 1900, when the _ per- 
centage of losses was 86.35, the pre- 
miums being $4,468,216 and the losses 
$),858,358. 

The smallest amount of premiums 
was received in 1878, being $1,552,384, 
increasing with a few interruptions an- 
rually up to 1915, when the total was 
$12,526,568. The actual total of losses 
paid last year also was the greatest, 
$7,571,462, with the report of the three 
rissing companies remaining to be 
figured. 

The table submitted by Commission- 
er La Monte was as follows: 

Percent 
of losses 


Pre emiums Losses to 
Year ‘received paid premiums 


1876 ..$ 2.007,922 $ 635,236 31.64 
ee sa 1, 790, 212 700,228 39.11 
1878 .. 1,552,384 598,588 38.55 
1879 .. 1,602,985 ) 558,901 34.87 
180. 1,646,106 671,145 40.71 


1881 .. 1,856,647 573,642 30.90 
1882... 1,881,510 872,591 46.37 


1883 .. 2,109,681 953,346 
1°84, 2,095,974 1,087,267 51.40 
1885 .. 2,305,129 1,312,846 56.95 
1886 .. 2 2,418, 140 873,548 36.12 
1887 .. 2,536,478 1,193,245 47.04 


1888 ., 2832-781 1,040,667 36.74 
1289 .. = 2,754,355 1,324,489 48.05 
1890 .. = 2,896,855 1,313,249 45.33 
1f91 .. 2,959,158 1,798,342 60.77 
1892 .. 3,449,835 2,453,479 71.12 
1893 .. 3,696,756 1,797,045 48.61 
1894 = 3 740 tT 1,777,851 47.53 
1895 .. 4,045,198 2,084,835 51.50 
1896 .. © 4,131,366 1,767,333 42.78 
1897 .. = 4,356,331 1,951,095 44.79 


1898 .. 4,397,605 
1899 ., 4 219,064 


1900 .. = 4,468,216 


1,903,606 43.28 
2,174,997 bt 
3,808,008 86.35 





i.) aa 4,845,250 2,901,534 59.88 
2002 .. 6,07 1.021 6,851,233 112.85 
1903 .. 6,572,269 2 : 43.45 
1904 .. 6,995,249 3 55.26 
1205 .. 7,871,080 3,8 48.67 
1906 .. 8,313,605 2,¢ 32.05 
1807 .. 9,081,411 3, 36.55 
1908 =... 9,079,550 3, 36.86 
1909 .. 9,957,829 3,500, 35.15 
1910 ;:. 10,189,579 4,744 46.57 
1911 ‘.. 10,765,713 4,472,060 41.54 
1912 .. 11,010,473 6,244,916 56.72 
1913 .. 11,480,805 5,925,289 51.61 
1914 .. 11,469,951 5,885,679 51.3 

1915 .. 12,526,563 7,571,462 60,44 


Totals .$207,984,613 $103,255,032 49.64 

Commissioner La Monte’s communi- 
cation was ordered spread in full on 
ihe minutes, and in addition the House 
ordered 590 copies of it printed for the 
use of the members. 


PAY FOR WHAT MAY HAPPEN 
W. A. Faunce’s Interview on Manner 
in Which Atlantic City Rates 


are Made 


Agent, 
local 


Faunce, Atlantic City 
Ramsay act in a 


W. A. 
defends the 
newspaper. 

“The people should not get it into 
tieir heads that they are paying the 
premiums for what does happen, rather 
for what might happen. And let me 
tell you there is a wide difference in 
the two situations. For example, we 
may take the fire at the Overbrook. 
Can you conjecture what might have 
happened if we had not had that flurry 
of snow which covered the roofs of all 
buildings with ice and snow? Practic 
aliy the whole department was engaged 
in fighting the flames at the Overbrook. 
Tell me what would have happened 
had the roofs been dry and the sparks 
flying as they flew that morning? It 
would have started a fire in perhaps 
tvo or three places at least distant 
from the hotel blaze, and had that oc 
curred, who can tell where the dis 
aster would have ended? 

“It is for what might happen, 
is possible to happen that the peope 
in some parts of the city are obliged 
to pay a high rate of premium.” 


what 


APPOINTS ERRICKSON FOR N. J. 


Norwich Union Makes Important Field 
Change—Agency Now Has Four- 
teen Companies 


Walter F. Errickson has been ap- 
pointed agent of the Norwich Union 
for Suburban New Jersey as of March 
1. Mr. Errickson has represented the 
automobile department of the Norwich 
Union since the company started writ 
ing automobile business. The agency 
now represents the following compa 
nies for Newark and suburban New Jer 
sey: Atlas, Atlas Underwriters, Bos 
tcn, Columbian National, British Ameri- 
ean, Farmers’ Fire, First National, 
Franklin Fire, General Assurance, In- 
surance Company of the State of Pa., 
Norwich Union, Phoenix of London, 
Southern Surety, and Western Assur- 
ance, 





Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1915 


A ee eee ie ewe se waweaed - $1,000,000.00 
Re 2,922,524.02 
Reserve for Unpaid Losses and All Other Liabilities 450,413.57 
Pe AEE wh enece webs kedaaenae an rer 2,528,182.77 
SI EE Si is hee ok whee ae meee - $6,901,120.36 
During a successful record of 59 years this Company nas paid losses exceeding 


$ 14,000,000.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer 


HASSINGER, Secretary 
NEAL BASSETT, Vice-President 


H. 
J. K. MELDRUM, Assistant Secretary 








SCHAEFER & SHEVLIN 
2 LIBERTY STREET GENERAL AGENTS NEW YORK, ¥. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CoO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John aj1a 








WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 


Re-Insurance in All Branches 











LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE Co. 
CALIFORNIA INSURANCE Co. 
VIRGINIA FIRE & MARINE INSURANCE Co. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE Co. 








E. F. FLINDELL 
123 William Street Telephone John 2330 New York City 


Business Bound Throughout the United States and Canada 
FOR 
The Scottish Union and National Insurance Company 











Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


io1g California St. 314 Superior St. 
DENVEK DULUTH 


Ford Bldg. 17 St. John St. 
DETROI MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


Surplus Line Department. 


19 Cedar St. 
NEW YORK 


© Nicollet Ave. 
INNEAPOLIS 


23 Leadenhall St. 
ONDON 








Home Office 





80 Maiden Lane, New York 


HENRY EVANS, President. 


THE CONTINENTAL (FIRE) INSURANCE COMPANY 


Largest Capital and Largest Policyholders’ Surplus. 


Western Office 
332 So. La Salle Street, Chicago 
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Favor Amalgamation With Fire Agents 


(Continued 
fectively serve their interests and the 
interests of both branches of the busi 
ness. F. V. Bruns, Syracuse, doubted 


casualty problems could be 
handled at a meeting of 
association, but he 
favored holding of meetings in con 
junction with those of the fire agents. 
S. G. Smith, Syracuse, came out for 
the amalgamation, saying that’ the 
greater membership of the combined 
bodies would be more effective than 


whether 
as effectively 
the fire agents’ 


both associations acting independently, 
and he suggested a casualty section 
of the fire agents to hold separate 


meetings in conjunction with the reg 
war meetings of the fire agents at 
which casualty questions would be 
discussed. 


G. T. Amsden'’s Views 


G. T. Amsden, Rochester, secretary 
of the association, explained that the 
plan had the advantage of reducing 
the membership fees to many of the 
local agents who were members of 
both associations. He said that even 
though the dues to the fire agents’ as 
sociation were an increase over those 
charged by the casualiy association, 
the amount would still be less than 


the fees charged for membership in 


both associations. Mr. Amsden, who 
is also president of the fire agents’ 
association, announced the recent 


agreement by which all members of the 


New York Suburban Agents Organiza 
tion became members of the Fire 
Agents Association. He pointed out 


lines of the business 
in the increased membership to be 
gained by the merging of the two 
bodies. J. C. Clements, Rochester, de 


the value of both 


precated the value of an organization 
having a small membership. He be 
lieves that much could be accomplished 


by a combined membership so long as 


the identity of the two lines of busi 
ness could be sustained. 
President Kavanagh then called on 


cities to 
proposed 


the agents from the smaller 
express their views on the 
merger. L. J. Brownell, Potsdam, 
asked what the probable amount of 
dues to the agents in cities of 
than 19,000 population would be. Mr. 
Amsden, in reply, stated that there 
was little doubt that reduction 
in membership cost would be made 
to such agents. Mr. Spencer thought 
that it would be possible, through the 
combined associations, to get a large 
number of members in the smaller 


less 


some 


cities of the State. 

On a motion, the question of amal- 
gamation was referred to the board of 
directors to appoint a special com- 
mittee to confer with a similar com- 
mittee from the fire agents’ associa 
tion with power to act on their dis- 
cretion. 

Automobile Territorial Limits 

A resolution was then adopted in- 
structing the secretary to write the 
manager of the Automobile’ bureau 
that the New York State Asociation 


of Casualty and Surety Agents recom- 


mended that the territorial limits of 
ten miles outside the city limits of 
Buffalo, Rochester, Syracuse and AI- 


bany, be immediately rescinded and 
the rule as originally promulgated be 
reinstated whereby the rates for those 


cities apply within the corporate city 
limits. The local boards at Buffalo, 
Rochester and Syracuse had already 
adopted similar resolutions. 

E. H. Warner, Buffalo, speaking for 
the special committee appointed by 
the board of directors at its special 


meeting the previous evening, read a 
resolution asking the companies. to 
promulgate a new schedule of auto 
mobile rates. After much discus- 
sion, this resolution was adopted and 
the board of directors was instructed 
to forward a copy of same to all the 
sasualty companies and to the Auto- 
mobile bureau. Every agent was also 
to embody the sense of this resolution 


from page 1.) 
in a letter to his company manager, 
so that action could be taken thereon 


at the meeting of the Automobile Con 
ference on Tuesday. 
Election of Officers 

The officers proposed by the nomi- 
nating committee were unanimously 
elected by the association. They were: 
John Kavanagh, Rochester, re-elected 
president; W. H. Ryan, Buffalo, vice- 
president; W. H. Hecox, Binghamton, 
vice-president; W. D. Hayes, Roches 
ter, vice-president; H. C. Webb, Ful 
ton, vice-president; S.C. Goodrich, 
Newburg, vice-president; L. J. Brow- 
nell, Potsdam, vice-president; FF. V. 
Bruns, Syracuse, vice-president; 
Thornton W. Whipple, Binghamton, re 
elected treasurer; and Albert Dodge, 
Buffalo, secretary. The following were 
elected to the board of directors: G. 
T. Amsden, Rochester; A. TT. Mat- 
thews, Watertown; and E. H. Warner, 
Buffalo 

After his re-election, 


President Kav- 


anagh gave some reminiscences of the 
organization of the association in that 
same room five years ago. He _ told 


had come together to 
legislation and the 
made to defeat that 
lation. Mr. Kavanagh said that 
conditions relative to obnoxious 
legislation had not improved a great 
deal in those five years. He described 
the operations of the State Fund in 
Rochester and said that the next two 
years will show whether men of no 
experience whatever can transact a 
casualty insurance business and “get 
away with it.” He ended his talk by 
Saying that he intended to fight harder 
during the coming year against im- 
proper legislation than he ever had 
before. Hie emphasized the menace 
of State insurance. 
J. J. Hoey’s Talk 


agents 
adverse 
they had 


how the 
oppose 

fight 
legis 


the 


J. J. Hoey, former deputy insurance 
commissioner of New York, and now 
executive special agent of the Conti- 


extemporaneously 
Mr. Hoey was on 
address at the 


nental, then spoke 
on State Insurance. 
the program for an 


banquet that evening but the agents 
called upon him to speak at this ses- 
sion as well. His talk took the form 
of questions and answers. Mr. Hoey 
stated that he differed with Mr. Kav- 
anagh as to the future of State and 
mutual insurance as he was not in the 
least fearful of the effect they would 
have on the business and operating 
conditions of the stock companies if 


they were all subject to the same re- 
strictions and regulations “Time,” 
said Mr. Hoey, “will demonstrate 
which kind of insurance is best. If it 
be State insurance, we must resign 
ourselves to the inevitable with the 
best possible grace. However, from 
my observations of the operations of 
State insurance funds where they are 
now existant, the verdict against this 
class of insurance will be in shortly. 
It is my opinion, in respect to com- 
pensation insurance, that the State 
cannot offer immunity from all liabil- 
ity to the employer who insures in 
the State fund. If the fund becomes 
insolvent, the injured employe cannot 


sue his employer for damages because 
he is immune from all liability, ac- 
cording to the interpretation placed 
upon the .law by the State insurance 
fund. If, however, a stock company 
fails, the injured workingman still has 
recourse through the courts for com- 
pensation from his employer. The la- 
bor interests which fostered the es 
tablishment of the State insurance 
fund have thus worked a hardship on 
the class they sought to protect.” 
Secretary G. T. Amsden, Rochester, 
reported that the association now has 
205 members. This compares favor- 
ably with 76 members in 1912. 
Sickness Insurance Bill May Be 


Defeated 
Mr. Spencer reported that the board 


of directors had held a special meet- 
ing on June 18, 1915, at which he had 
been appointed chairman, succeeding 
N. k. Turgeon, Rochester, resigned. 
Mr. Spencer, reporting on legislation, 
said the board of directors felt that 
the association could not advisedly op- 
pose the automobile mutual bill re- 


cently passed in the New York legis- 
lature, and it had not done so. He 
said that the board had arranged for 


a hearing on the Mills compulsory 


health bill now before the legislature, 
and had secured the co-operation of 
important business interests to oppose 
to the bill. He said the consensus of 
opinion in official circles in Albany 
was that this bill would not pass. 
Endorse Federation 

The board of directors held a meet- 
ing in Albany on September 8, 1915, 
jointly with representatives of the in- 


surance federation and the fire agents’ 
association, at which the continuation 
of the federation movement in this 
State was” endorsed. Mr. Spencer 
stated that other bills affecting cas- 
ualty insurance had been introduced 
in the legislature which had required 
no action, 


Over one hundred agents from all 
parts of the State attended the con- 
vention and there were several addi- 
tional local men who attended the ban- 


quet at the Onondaga in the evening. 
Shortly after the banquet had gotten 


under way, President Kavanagh, who 
acted as toastmaster, announced that 
Km. A. St. John, vice-president of the 


National Surety, whose name appeared 
on the program as a speaker, was un- 


able to get to Syracuse and had wired 
his regrets. 
Mr. Hoey on Agents’ Difficulties 
In addition to his paper on_ the 
working of the compensation law, 
which follows, Mr. Hoey took advan- 


tage of the occasion to address some 
personal remarks to the agents. He said 


that many of their difficulties were 
their own fault; that experience had 
proven that, when all the agents in 
most any city had been rounded up 
and had signed an agreement, whether 
fire or casualty, there were usually 
one or two agents who would size 
the situation up and see if there was 
any way they could take advantage 
of the situation at a profit to them- 
selves. If they all stuck by the agree- 
ment, there was, nevertheless, a feel- 


ing of mutual distrust and of watchful 
waiting for some one of the agents 
to break loose and disrupt the whole 
situation again. He gave specific in- 
stances of how this had ‘worked out 
and then. urged the agents to keep 
faith with each other and co-operate 
for the common good. 

President Kavanagh added his en- 
dorsement to Mr. Hoey’s remarks and 
expressed a wish that some of the 
companies could be persuaded to an 
observance of rate and other agree- 
ments. 
the 
local 


convention that 
boards at Buf- 
and Albany has been 
than that of the Syr- 
acuse Board. As a result of the meet- 
ing, the opinion was expressed by 
prominent Syracuse agents to The 
Eastern Underwriter, when inter- 
viewed on Saturday, that a movement 
would immediately be started in Syr- 
acuse to reorganize their local board 
on a more efficient basis. 


It developed at 
the work of the 
falo, Rochester 
more successful 
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Government not to 


Bond P. O. Employes 
sURETY COMPANIES WIN FIGHT 
AT CAPITAL 
Defeat of Socialistic Measure Gives 
General Satisfaction—How the 
Crisis Arose 


The surety companies have won a 
decided victory over the Government’s 
scialistic proposition to go into the 
pusiness Of bonding post office em- 
ployes. An attempt had been made to 
rush the Government into the insur- 
ance business without due deliberation 
of the subject. The facts in brief fol- 
low: 
Section 2 

The post office appropriation bill, H. 
rR. 10, 484, contained a section, No. 2, 
for the establishment of a guaranty 
fund for purposes of bonding post of- 
fice employes and contractors who con- 
tract with the post office department for 
Star route and screen wagon service 
and furnishing supplies. Attached to 
the bill were riders. When new legisla- 
tion is contained in an appropriation 
pill, under the rules it is called a rider. 
if an objection is raised by a member 
on point of order any such new legisla- 
tion goes out of the bill. It may be re 
stored, however, if the rules commit- 
tee recommends a special rule making 
such proposed legislation in order. The 
House can confirm by rule the action 
of the rules committee, or it can by 
vote defeat the rule. 

When this matter came up before the 


House Section 2 went out on point of 
der. Then the rules committee was 
requested by the Post Office commit- 


tee to grant a special rule making Sec- 
tion 2 and all other new legislation con- 
tained in the bill in order. 
Opposition Throughout Country 

There was vigorous opposition by the 
surety companies and their agents 
throughout the country to the social- 
stic method of the Government enter- 
ing the surety business in competition 
with its own citizens On February 25, 
wing to the opposition, the post office 
mmittee requested the rules commit- 
ee to withdraw Section 2 from the spe- 
al rule, and on February 26 at a 
meeting of the rules committee it 
adopted a special rule making all other 
new legislation in the vost office ap- 
propriation bill in order, but left out 
{the rule Section 2, providing for the 
fuaranty fund. 


While the surety companies won 
there has been much comment in Con- 
fess On an attempt to rush through 


such important legislation in the time 
wlowed for the debate, viz.: sixteen 
ours. In other words, in that time it 
lad been proposed to settle such im- 
ortant issues as railway mail pay, res- 
‘oration of salaries to demoted letter 
arriers and the Government's going in- 
‘o the bonding business. 


STRENGTHENS COAST POSITION 


Casualty Co. of America Re-insures 
Pacific Coast Casualty Co.—Mr. 
Hearn Leaves for West 

E L. Hearn, president of the Casu- 
.\¥ Company of America left this week 
“tf San Francisco. On February 25 
oe Casualty Company of America re- 
insured all the outstanding business of 
- Pacific Coast Casualty Co. This 
includes the liability, workmen's com- 
es ‘ation, personal accident and health, 
“womobile liability and fidelity and 
an nes, amounting in all to 
ee 000 to $125,000 unearned 
remiums. 

bod Pacific Coast Casualty has late 
Mier N operating principally in Calt- 
tla and the far Western States. It 


is understood that the intention of the 
management is to liquidate the com- 
pany now that the business has been 
taken over by the Casualty Company 
of America. The deal will place the 
Casualty Company in a much more 


prominent position in the Pacific Coast 
field. 

The Pacific Coast 
1914 wrote $440,584 
$170,880 losses; and 
pense of $30,579. In 
937,959 risks in force. 


Casualty Co. in 
premiums; paid 
had a claims ex- 
1914 it had $11,- 


F. & C. AND NORWICH UNION DEAL 


Agreement By Which the Companies 
Will Write One Policy Giving All 
Lines of Automobile Coverage 
The Fidelity & 
York and the Norwich 
surance Society of 


New 
Fire In- 


Casualty Co. of 
Union 
England have en- 
tered into an agreement by which these 
companies will issue a joint automobile 
The 


business 


policy covering all lines. compa- 


nies will start writing under 
this agreement as soon as the policies 
and other details are prepared. 

The Fidelity & 
this policy through its liability depart 
the Norwich through 
its automobile Allan J. 
Ferris, superintendent of agents of the 
Fidelity & told The 


Underwriter yesterday that the compa 


Casualty will issue 


ment and Union 


department. 


Casualty Kastern 


nies would start writing not later than 
Monday. 

FIXES LIMITS FOR ALBANY 
Automobile Committee Re-establishes 


Corporate City Limit Rule—Further 
Action Postponed 


The automobile committee of the 
Workmen’s Compensation Service Bu 
reau held a meeting on Tuesday which 
was carried over until Wednesday. The 
main subject under consideration of the 
committee was the question of the ter- 
ritoria! limits of the cities of New York 
State. 

The new issued two weeks 
limits of Buffalo, 
and Albany tem- 
outside the city 


rate sheet 
ago set the territorial 
Rochester, Syracuse 
porarily at 10 miles 


limits. At the meeting on Wednesday, 
the territorial limits of Albany were 
changed back to the corporate limits 


of the city but action on the other cit- 
ies was deferred until a meeting of the 
committee early next week. 


TO MOVE ON FRIDAY 

The General Accident will move its 
United States head offices to Philadel- 
phia from New York on Friday of next 
week. In conjunction with the removal 
there will be a general re-organization 
of the different departments of the com- 
pany. 

The General Accident 
have its annual statement 
publication in a few days. 


expects to 
ready for 





Home Office 
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COLGATE BILLS’ AMENDMENTS 
Farmers and Corporations Object to 
Features in Workmen’s Compensa- 
tion Measures 


A New Jersey daily paper sums up 


opposition to the Colgate workmen's 
cempensation bills in New Jersey in 
part as follows: 

“The opposition of the farmers and 


the corporations of the State 
flected in the Senate to-day when Sena 
tor Colgate’s bill (Senate 25), estab 
lishing a workmen's compensation aid 
bureau in the State Labor Department, 
came up on second reading Senator 
Lewis T. Stevens of Cape May, aided 
by other Senators and President Wik 
liom T. Read of Camden, changed the 
bill so that its teeth were removed by 
u series of amendments. One would 
remove occupational diseases from the 
compensatory features of the bill, and 
arother would divorce a proposed co 
operation between the courts and in 
jured workmen. Still a third would 
cut out two $3,600 positions. 

“Mr. Stevens’ battery of amendments 
went so far as to strike at what Sena 
tor Kdge called the very foundation of 
entire scheme of workmen’s com 
pensation. What is believed to be a 
‘ker’ would permit an employer and 
employe to enter into an agreement of 
settlement without regard to the courts 
or compensation bureau. Mr, Edge de 
pored such a move, saying that the 
vorkmen’s compensation law would be 
entirely destroyed and years of con 
scientious effort nullified.” 


was re 


the 


CONFERENCE COMMITTEES 


Changes Recommended By Non-Con- 
ference Automobile Companies 
Acceptable to Conference 


The committee of five from the Au 
tomobile Underwriters’ Conference and 
the similar committee representing the 
non-conference companies, appointed to 
confer with a view to settling the dif 


ferences between these two groups of 
companies, met on Tuesday. The 
changes in the administration of the 
conference recommended by the non 


conference companies were acceptable 
to the conference in their entirety and 


had already been under consideration 
by that body. These two committees 
now plan to hold a meeting with a 
like committee from the Western Au 
tomobile Conference some time in the 
near future. 
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FIRST AUTO MUTUAL AD 


Appears in Utica—Takes “Preferred 
Risks Only”—Called “Motor 
Mutual” 

The first automobile mutual adver- 


tisements to appear in New York State 
papers were published in Utica on 
Saturday. One of the Ads follows: 
To Automobile Owners: 
We offer, on preferred 
full coverage insurance in 
ponies at 
We are incorporated under New York 
Law; are subject to supervision by the 
Insurance Department. Management 


risks 
Utica 


only, 
com- 
cost. 


expense will be the minimum consist- 
ent with efficiency. Earnings will be 
returned to members, Every member 
has a vote 


The formation of these companies is 


timely. The success of Mutual Fire 
and Compensation Insurance of Prefer- 
red Risks is widely recognized. The 


success of automobile mutuals in other 
States, warrants the fullest belief that 
New York companies will be successful. 

The law requires us to have 1,500 au 
tomobiles on our books, when we re- 
ceive our license to issue policies. In 
order to complete our organization, it 
is essential that all desiring insurance 
prior to July 1 should communicate 
with this office at once. Motor Mutual 
Fire Insurance Company, Motor Mutu- 
al Liability Insurance Company. 


DISAPPROVES MILLS BILL 


New York County Medical Society Goes 
on Record as Opposing Compulsory 
Health Insurance 


The Medical Society of the County 
of New York at a meeting last week 
placed itself on record as disapproving 
tie Mills compulsory health insurance 
bill, which has been introduced in the 
New York Legislature, on the grounds 
that it was not conducive to the best 
interests of the medical profession nor 
the welfare of the patients. This de- 
cision was reached by the Society after 
Dr. S. J. Kopetsky, chairman of the 
Committee on Legislation of the So- 
ciety, had read the committee’s report 
on the evils of this bill. The report 
showed that the bill would bring medi 
cal service, drugs, appliances and fune 
ra) expenses to all persons employed in 
the State and earning less than $100 
per month. Dr. Kopetsky’s report 
showed that the bill provides for “con- 
tracts with physicians, hospitals, insti 
tutions and any other persons neces- 
sary,” tending to encourage the prac- 
tice of contract treatment which is 
frowned upon by the medical profession. 


Allison L. Adams has been made 
resident vice-president and manager of 
the bonding department of the brokers’ 
branch of the United States F. & G. 
Co., resigning from the National Surety 
Co. He started with the U. S. F. & G. 
in 1900, later joining the home office 
staff of the National. 
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WANTS EXPERIENCE OF FUND 


SHOULD JOIN IN RATE MAKING 
Views of Leon S. Senior in Address 
Made Before Insurance Society 
of New York 


Leon S. Senior, manager of the Com- 
pensation Inspection Rating Bureau ad 
dressed the Insurance Society of New 
York on rating methods. After an ex- 
tended discussion of “Schedule Rating, 
the Reason for its Introduction, its ad- 
vantages and the Method of Applica 
tion,” Mr. Senior discussed Experience 
Rating, saying in part: 

Experience Rating 

“The review of the system 
probably be incomplete without 
tioning the subject of experience rat 
ing. ‘As part of the system, accident 
experience has been introduced as a 
method of qualifying rates for manu 
facturing establishments subject to in- 
spection and as the sole method for de 
veloping indivudual rates for contract 
ing and miscellaneous operations not 
subject to inspection. The system of 
experience rating requires an appliCa- 
ticn showing payroll exposure of not 
less than $25,00 for a period of from 
two to five years. The accidents re- 
ported during that period are groupea 
according to type into four classes: 
temporary disability, total permanent 
disability, fatal accidents and dismem 
berments. A theoretical value has been 
assigned to each type of accident based 
upon the provisions of the New York 
Workmen's Compensation laws and the 
loss cost developed is compared with 
manual rate applicable to the risk and 
a discount allowed depending upon a 
theoretical loss ratio incurred by the 
applicant, 

The practice of experience rating, 
however, has been subject to consider- 
able criticism and as a result is now 
undergoing revision with the view of 
meking the system obligatory for alt 
risks so as to remove the appearance 
of discrimination and favoritism and 
the competiiive abuses that have re- 
sulted in consequence of its introduc- 
tion, Opinion among companies is a: 
vided on the subject of experience rat- 
ing; one school of underwriting enter- 
tains the views that individual exper 
ence has no place in any rating system; 
that the general experience of a class 
of risks determines the basie rate for 
the class, and that departure from the 
basic rate on individual experience des- 
troys the principle of avarage and is, 
therefore, unsound from an insurance 
standpoint. The followers of this school 
point to the fact that compensation 
retes are determined prospectively to 
apply on current and future. policies, 
and that the past history of any risk is 
not to be taken as the prophetic guide 
for the future. 

“The advocates of experience, on the 
other hand, contend that compensation 
insurance deals with a great many hu- 
men factors which cannot be determ- 
i:.ed absolutely by a physical rating sys- 
tem, that no inspection system can 
measure adequately the so-called “hu- 
tian hazard” involving the quality of 
superintendence and character of labor 
einployed; that the “human hazard” is 
invariably reflected in the experience 
of the risk and that such experience is, 
therefore, the true measure of hazard 
which must be related in some manner 
to the physical inspection in order to 
achieve the proper result. 

“As proof of the argument, the ad- 
vecates of experience rating point to 
the fact that there are in existence 
modern plants with poor experience and 
conversely, antiquated plants with good 
experience, 

“A special committee is now engaged 
in devising plans that will meet the 
views of the extreme parties to the 
discussion and remove the just objec- 
tions which have been raised against 
the present experience rating system. 

Conditions in New York 

“There is one more factor 


would 
men- 


lacking 
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tcwards making the rating system in 
New York ideal and uniform. The fact 
that one important insurance carrier in 
this State is not under the jurisdiction 
of the Insurance Department tends to 
maintain competitive conditions in rate 
making. We are entertaining the hope 
that the State Insurance Fund will join 
the companies in the compilation of 
experience under the New York Act 

th the view of adopting a uniform 
r-anual of classifications subject to de 
perture in individual cases on the basis 
of expert inspection and schedule rat- 
irng. When that hope is realized, a uni- 
form manual adopted for all compensa- 
tion carriers and the experience rating 
system revised so as to meet the objec- 
tions raised by its critics, the rating 
situation in New York will be as nearly 
perfect as human endeavor can make it. 

“The introduction of schedule rating 
with its logical sequel the prevention 
cf accidents, has contributed an import- 
ant chapter to the future historian of 
social insurance. The social and econ- 
cmiec welfare of the working classes de- 
mand general attention Political par- 
ties. recognizing the spirit of the dav, 
have been led to incorporate into their 
program proposals looking towards var- 
ious forms of social insurance, Work- 
men’s Compensation insurance is ap- 
parently but the prelude to an agitation 
which will demand compulsory laws for 
health insurance, unemployment insur- 
aice and pensions for old age. 

“Liability companies have suffered on 
account of the unjust negligence laws 
which have been removed from the sta- 
tute books of progressive States by the 
substitution of Workmen’s Compensa- 
tion acts. The reformation of the prac 
tices brought about by such legislation 
and the introduction of a rating svs 
tem which is bound to have a direct 
effect upon the accident frequency of 
the country will tend to transform er- 
roneous public opinion and afford a 
jast measure of recognition for valu- 
able services rendered to the cause of 
social progress.” 


Scove of Term “Accident” in Wisconsin 

An employe engaged in laying ce- 
ment blocks was at work under the 
perch of a residence and in attempting 
‘n lift a block, weighing. apvroximate- 
Iv, 80 pounds. on the foundation of the 
wall, while in a_sittine position, he 
strained the muscles of his right side. 
\ physician pronounced the injury a 
muscular spasm. There was no exter- 
ral evidence of injurv. but he suffered 
pain and was disabled for nearly two 
months. The Wisconsin Supreme Court 
lolds that the injury was “proximately 
eaused bv accident” within the Wiscon- 
sin Workmen’s Compensation Act; as 
the term “accident” is to be taken in 
ite broad meaning, and is not limited 
to the application of violence or ex- 
ternal force to the person, but denotes 
something unusual, unexpected, and un- 
designed, an event not within one’s 
foresight and expectation, resulting i 
m‘shap or injury to an employe. By- 
strom Bros. v. Jacobson (Wis.) 153 N. 
W. 919. 





Mark T. McKee, secretary of the Nat- 
ienal Council of Insurance Federation 
Frecutives, conferred last week with 
President Rhett and Secretary Griffin 
of the Chamber of Commerce of the 
United States with a view to enlisting 
tle co-operation of that organization in 
opposing paternalistic legislation, 





THE STATE FUND 


By JAMES J. HOEY 











No one could possibly object to State In- 
surance having a fair trial. Those who argued 
for State Insurance at the time the Work- 
men’s Compensation Law was under considera- 
tion by the Legislature pointed to the State 
Fund of Washington as a = splendid example 
of the efficiency of State Insurance. Those of 
you who have watched these State Fund ex 
periments and especially the Washington State 
Fund know that they can be summed up in 
one word—“Failure.” 

In New York the State Fund has been able 
to write a lot of business, but in such a 
way that if it was a stock or mutual com 
pany, its license to do business would have 
been taken away long ago by the Superin- 
tendent of Insurance. 

In the first place, I regret to say that be- 
cause of political expediency, the State Fund 
was created and permitted to do business 
not on an equal footing with the insurance 
companies, or bound by the same laws, rules 
and regulations as the State prescribes for 
them, but on an entirely different basis and 
in violation of not only all the insurance 
laws, rules and regulations, but of the well 
established principles of insurance. 


The State Fund was subsidized in that. its 
expenses were borne by the taxpayers. This 
was an unfair advantage, because it gave the 


State the opportunity of writing business at 
a lower rate than the insurance companies. 
As an inducement for employers to insure 
in the State Fund, they were given because 
of the subsidy to which I have referred, a 
reduction of twenty per cent. from the rates 
charged by the insurance companies. In other 


words, those who insured in the State Fund 
paid &> per cent. of the cost of their insur 
ance, while the other 20 per cent. was saddled 


on the taxpayers of the State. 

A provision was inserted in the law, which 
in s'hstance promised those who insured in 
the State Fund relief from all liability. In 
other words in the event of the insolvency of 
an insurance company, an injured employe en- 
titled to compensation could see his employer 
nd compel him to pay such compensation, 
but in the event of the insolvency of the 
State Fund, the injured employe was deprived 
of this” right I say to you with all the 
earnestness [I can command, that the promise 
of immunity from all liability to the insurersr 
in the State Fund is a fraud on its face, be 
cause anyone, who knows anything at all 
about law, knows that the only liability from 
which such employers can be relieved, is the 
Vability for workmen’s compensation. And 
vet, the State Fund has secured the business 
it has, largely because it held out the prom 
ise that those who insured with them were 
relieved of all liability of whatsoever kind 
or nature, 

The courts have now. sufficiently construed 
the law, so that employers in future who in- 
sure in the State Fund will understand that 
they get but incomplete protection, but what 
about those employers, who are now’ insured 
in the State Fund and are now confronted by 
damage suits under the old Employers’ Lia- 
bility Law, the Federal Employers’ Liability 


Law, or for damages in admiralty. Who is 
going to reimburse them for the damages that 
they will sustain? Will the State Fund pay 
such damages? I should say not. 


“And that is not all. The State Insurance 
Law prescribes for companies writing Work 
men’s Compensation Insurance, a certain fixed 
capital and = surplus before it can commence 
i requires that certain’ reserves 
must he set aside. Reports must be submitted 
quarterly to the Insurance Department; it 
must submit to frequent examinations by the 
Insurance Department. It must pay an an- 
neal tax to the State on its premium income. 
The rates to be charged for Compensation In 
surance are fixed by the Insurance Depart- 
ment, Diseriminatory rates are forbidden. All 
of these regulations and restrictions are im 
posed by the State on the Insurance Com- 
panies, but the State Fund permitted to oper 
ate practically without any regulation or 
sunervision. 

Take the system of “unit grouping,’ to 
which I called attention some months ago, 
and which the Attorney-General has since de- 
clared to be illegal. What defense can be 
offered for a system, which permits one in- 
surer to have his account segregated in viola 
tion of all sound principles of insurance. I 
the premium paid is sufficient to pay the 
losses, well and good. If there is an excess 
of premium over losses, the excess premium 
is returned to the emplover. If there are 
losses in excess of premiums paid, the differ- 
ence is made up out of the surplus earnings 
of the other insurers in the Staie Fund. 

I have attempted to prove to you, that State 
Insurance as conducted in this State has not 
heen a success. In my judgment, State In- 


business; it 


—.., 
surance cannot be a success anywhere, A 
long as our political system is what it 
there is no incentive for those who have hel 
the knowledge and experience in insures 
problems to qualify experts, to enter the oe 
vice of the State. There is no gratitude in 
work well done in public office. We }," 
seen able and conscientious public official 
turned out of office to make way for ea 
mouthed demagogues. That is one 2 
State Insurance cannot succeed. 
Another reason is that it never was intended 
by those who established this governmen, 
that the State or the Nation should BO int, 
business in competition with private capital, 
Kegulate business as much as you like: 
scribe rules and regulations governing ' ban 
ness, but keep the State and Nation out ° 
business. : 
I understand that Senator Argotsinger with 
in the last few days has introduced a bill 
in the Legislature to put the State Fund = 
der the supervision of the Insurance Depart 
ment, and amend the law in such a way 
to put the State Fund on a self Supporting 
basis. This legislation is sound and | cur 
that your members will lend their influence 
to see that the bill is enacted into law 
_ The stock and mutual companies ask ny 
favors or advantages in competition with the 
State Fund; on an equal basis, they can ates 
demonstrate their superiority, ‘acs 


reason why 


GRIEVANCE REPORT 


H. & A. Conference Committee Dis. 
cusses Twisting and Other Mat. 
ters of Interest 


The grievance committee of the 
Health & Accident Underwriters’ (op. 
ference which met in Cincinnati lag 
week made a report in part as follows 

“During the infantile period of oy 
business, many companies were con 
dicted in a reprehensible manner, both 
from a productive standpoint and ip 
the treatment of agents and claimants 
Practices which were then common 
are now abhorred. Many of the in. 
provements were effected by compa 
nies being brought together in the as. 
sociations and recognizing that such 
piratical and dishonorable tacties cast 
reflections on the business as a whole 
It soon dawned upon progressive com 
panies that unless they, themselves, 
cleaned house, the Board of Health 
would do it for them. A few compa 
nies, however, used a thin coat of paint 
instead of a disinfectant, and some of 
them have markers ‘At Rest’ and of 
others, nothing is left but the odor to 
remember them by. 

“The evolution in the manner of con- 
ducting monthly payment accident and 
health insurance “ was undoubtedly 
more rapid and more thorough than 
any other form of insurance. At one 
time non-conference companies en: 
deavored to convince all agents that 
they could not afford to be connected 
with conference companies, but to-day, 
agents are proud to say, ‘My company 
belongs to the Conference.’ Why? Be: 
cause, it is a guarantee of good faith, 
business ethics, fair and square treat: 
ment of agents, policyholders and its 
competitors. 

Twisting 

“The chairman of the grievance com: 
mittee has the opportunity of obser’: 
ing the various tactics of the so-called 
‘twisting’ company, and_ the _ insec! 
known as the ‘twisting special,’ and 
our observations are that with all of 
the recognized ethical companies ii 
the business, the general manner of 
conducting business has so improved, 
year after year, that the older compe 
nies and managers do not look back 
with pride at their earlier efforts. — 

“However, there is no evolution 
with the twister—same old _ tactics, 
promises which will not be fulfilled and 
practices which would cause many 4 
man in Sing Sing to blush. ? 

“It is difficult for the chairman © 
the grievance committee to do justice 
to the work of the committee without 
being censured by some aggrieved 
parties or their friends. It is hard © 
make a party see that he has done. 
wrong, aS well as convince some com 
plainants that they, themselves, are 
error, but the action taken by this body 
in upholding the committee: in its pr 
vious reports and recommendatiot: 
shows the unethical company that r 
business is distasteful to fairminde 
companies, and they prefer not to 
cognize him in public places. 
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[Special Talks With 


WOULD YOU SIGN A BOND? 


A Talk From Maryland Casualty on 
Hazards of Sureties—Fitness of 
Public Men 





It seems strange that anyone who is 
asked to sign the bond of a public offi- 
cial whom he does not know, would sign 
that bond without investigating the 
man, says the Maryland Casualty’s Bul- 
letin. Certainly he would not do that in 
his individual and personal capacity. 
Why then is it so frequently done by 
the same person who, instead of acting 
iy his personal capacity, is representing 
a surety company? And yet that is ex- 
actly what seems to be done day in and 
cay out. 

“There is no intention to imply in the 
fyregoing that all agents will sign bonds 
without being careful to inquire into the 
ability, standing and general reputation 
of the official in question, but we re- 
peatedly receive papers in connection 
with executed bonds which convey abso- 
lutely no information whatever about 
the principal beyond that given by the 
principal’s replies in his application; 
cases Where our subsequent investiga- 
tion brings us unfavorable information 
so definite and conclusive, information 
which is so generally known and thus 
sy easily obtained, that by no stretch 
of the imagination could we figure that 
the agent who executed the bond made 
any serious attempt to inquire into the 
qualifications and standing of the man 


on whose behalf that bond was _ writ- 
ten,” says the Budget. 
“The opinion which many agents 


seem to have regarding public official 
risks is that if a man is unfitted for the 
position, or is not what he should be, 
he would not be elected or appointed. 
That of course is all bosh, because as a 
matter of fact there is perhaps no busi- 
ness under the sun where more unde- 
sirable, unreliable and incompetent 
characters are taken care of than in 
public offices. Therefore, instead of as- 
suming that a man is a desirable risk 
because he has been given a _ public 
ofhee, that very fact should prompt the 
agent to make a most exhaustive inves- 
tigation before exercising the authority 
vested in him under his power of attor- 
ley, and if the risk is one of a class or 
in a penalty which he cannot execute 
wider his power, then the application 
should be transmitted to the home 
office, together with the report setting 
forth the result of the investigation. 


Another opinion held by many agents is that 
niess the official handles a great deal of 
ney there is no liability under the bond. 
se their favorite expression, “The bond is 
matter of form.” As a matter of fact, 
re a great many bonds where the ofh- 
andle no money but where the surety’s 
"sk 18 nevertheless proportionately greater 
vlan where the official handles funds. Some- 
mes the risk is many times more hazardous 
i the risk on a treasurer, for instance, be- 
use suits for damages resulting from the 
‘ure of an official to do those things which 
aw requires him to do, or because he 
nething he should not do, are exceed- 
uncertain, not only in the matter of 
sib’e recovery, but the amount of recovery 
; Well, and in addition to this the surety is 
Ways confronted with the possibility that the 
he gesuiting in the suit may not come to 
‘nosh ve Sears, perhaps even long after the 
i ot the principal. In other words, de- 
tons, as a general thing, are fairly 
ly discovered, but suit for damages may 
7 it and recovery made years after and 
he - has been forgotten. "We cannot em- 
me 90 strongly the absolute necessity of 
Xhaustive investigation in order to de- 
"positively whether the official possesses 
. y and all the qualifications necessary 
© performance of the duties and respon- 
es es of the office to which he is elected 
: Ppointed, and whether he is conscientious 
nj stétul in the performance of his duties 
“honest and honorable. 
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INADEQUATE COVERAGE 


Selling Present Bond Holders Larger 
Indemnity on Principle of Bond 
Protection 


The various amounts for which em- 
ployes are bonded are often glaringly 
inadequate, says a writer in the Massa- 
chusetts B. & I. Co-Ordinator. The 
coverage is all out of proportion with 
the potentialities of loss. Men handling 
thousands of dollars are for 
hundreds because their employers do 
rot gauge the amount of bond by actual 
possibilities of loss. There is thus al- 
ways the chance of finding an opening 
through which the employer may be 
convinced that he should increase the 
amounts for which his men are bonded. 
{t may be an object-lesson in his own 
business or it may be some outside 
occurrence, By keeping in touch the 
avent will be ready to seize upon and 
profit by the opening, whatever it may 
he. Life insurance salesmen recognize 
that their best prospects are their pres- 
ent policy holders—men carrying $5,000 
who later may take on $5,000 more. 
These men are already sold on the 
principle of life insurance and addition- 
al insurance is the more easily sold 
to them. There is no reason why the 
selesmen of fidelity bonds should not 
profit by a similar condition. Having a 
client already sold on the principle of 
fidelity bond protection, why not lead 
him, as does the life insurance sales- 
man, to the full extent of coverage 
which conditions justify? 


bonded 





CRITICISES OHIO FUND 





Ite Estimates Are Wild, Says C. E. 
Scattergood in American Bankers 
Association Publication 


It is important, as a principle of 
thrift, that a true and detailed account- 
ing of the State in business be given 
to the people, says C. EF. Seattergood, 
of the F. & C. in an article on “Thrift,” 
published by the American Bankers As- 
scciation. The writer has sought with 
cthers to compare the cost of operat- 
ing the insurance business of the Ohio 
State Fund with that of individual 
companies, and it should be noted here 
that insurance companies are obliged 
by law to submit their accounts, full 
and complete as to detail, in uniform 
manner as prescribed by law, thus giv- 
ing a basis of comparison among them- 
selves. From the exhibits of the Ohio 
Fund only the wildest estimates as to 
casts can be obtained. The Ohio Fund 
is one of five divisions of that State’s 
Industrial Commission, the other divi- 
siuns being Executive, Inspection, Sta- 
tistical and Film Censorship. Salaries 
and pensions are exhibited under each 
of these five divisions, but nothing can 
be known as to how much, if any, of the 
expenses of the Executive, Inspection 
and Statistical divisions is charged to 
the actual business the State has em- 
barked upon, and it is certain that some 
ef these expenses are chargeable to 
that business, because the insurance 
cepartments and the companies realize 
that the salaries and expenses of execu- 
tives, of inspection service and statis- 
tical work are part of the costs of the 
business. Ohio is claiming remarkable 
efficiency as to its business administra- 
tien, but an investment in intelligence 
clargeable to capital and the other an 
expense chargeable against revenue. 
This is true with regard to the lives 
of individuals in a nation, and the loss 
of services of a man who can do things 
is a loss of part of our national resour- 
ces. Thrift in a nation demands that 
such losses be reduced as much as pos- 
sible. 





A Strong Casualty Company 


ACCIDENT 
AUTOMOBILE 


AGENTS WANTED IN UNDEVELOPED TERRITORY 


MACON, GEORGIA 
W. E. SMALL “=. * 


President 


Writes the Following Forms of Casualty Insurance 
PLATE GLASS HEALTH 
BURGLARY ELEVATOR 


Georgia Casualty Company 


Surplus and Reserves over $800,000 


LIABILITY 


TEAMS 


Apply PETER EPES, Agency Manager, Home Office. 








Other lines written: 
erty Damage, Collision, 
Compensation, General 


frudential Casualty Gn. 


INDIANAPOLIS 
Write for our SPECIAL BONUS OFFER for 


PERSONAL ACCIDENT AND HEALTH producers 


BURGLARY AND PLATE GLASS 
Employer’s Liability, Public, Teams, Elevator, 
Liability, Industrial Accident and Health, 


ASSETS OVER A MILLION 


REAM, IVES AND WRIGHTSON, Eastern Managers, 
24 BROAD STREET, NEW YORK. 


Automobile Liability, Prop- 


Workmen's 


SATISFACTORY SERVICE TO POLICYHOLDERS AND AGENTS 








INSURANCE CO. OF NEW YORK 


The METROPOLITAN CASUALTY 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. Alonzo G. Brooks, 


RELIABLE AND ENERGETIC AGENTS WANTED 


OF THE 


MOST 


APPROVED FORMS 


Ass’t Sec. 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


London Guarantee & Accident Co., Ltd. 


55 JOHN 





Established 1869. 


OF LONDON, ENGLAND 


F. J. WALTERS 


Resident Manager 


STREET 


New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 








C. A. TIMEWELL, Resident Manager 





123 WILLIAM STREET 


The Greatest Selling Help 


for the accident insurance agent is 


Prompt and Liberal Claim Service 
WE GIVE IT 








There are Great Opportunities 


for agents in unoccupied territory 


Write us to-day 





The Standard Accident Insurance Co. 
of Detroit, Mich. 


NEW YORK CITY 
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Two New Features 
of AETNA-AUTO Combination Insurance 
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A DAILY INDEMNITY for the Loss of Use of an automobile while repairs are being made on 


account of damage due to Collision, as well as Fire, Theft, etc. 


A WEEKLY INDEMNITY for the motorist while disabled through accident due to riding in 


operating, or caring for his automobile or any other private pleasure’ car. 


The AETNA leads in offering these new insurance features as it did in originating COMBINATION 
AUTOMOBILE INSURANCE which furnishes, in one policy, complete protection for 
Liability, Property Damage, Fire, Theft, Transportation, Collision, and Loss of Use. 


ISSUED BY AUTOMOBILE DEPARTMENT OF 


4ETNA LIFE INSURANCE COMPANY 
THE AZETNA ACCIDENT & LIABILITY CO. 
THE AUTOMOBILE INSURANCE COMPANY 


OF HARTFORD, CONN. 
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